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A Record of Consistent Achievement Behind Us; 
A Program of Healthy Development Before Us; 


4 new plan of Agency Co-operation and 
the development of new sales plans 








The Bank Savings Life Insurance Company 
Eighteenth Annual Statement, December 31, 1926 





ADMITTED ASSETS LIABILITIES 

First Mortgage Loans $2,392,869.60 Legal Reserve on Policies and An- 
Real Estate 19,920.76 nuities $2,855,269.12 

Ee cccaned 192,200.00 Present Value of Amounts not yet 

Cash in Banks 117,425,69 due on Income Policies and other 
Interest Due and Accrued 63,467.86 Contracts .... : 53,216.99 
Policy Loans 585,791.91 Dividends left with Company 15,689.78 

All other Admitted Assets includ- Premiums and Interest Paid in Ad- 
ing Premium Notes, Deferred eee ati 23,067.13 
and Unreported Premiums with- Reserve for Taxes, all other Lia- 
in Reserve 147,546.26 bilities and for Contingencies... 130,340.03 

Capital Stock $200,000.00 

Surplus 241,639.03 








441,639.03 


$3,519,222.08 $3,519,222.08 








HISTORY IN FIGURES 
Growth is a matter of natural developmen 
Steady, persistent growth means Permaneni Life 
Liabilities 
End of Admitted Including Policyholders'’ Insurance 
Year Assets Capital Net Surplus Reserve in Force 


| 1908 $ 279,467 $ 209,109 $ 79,358 $ 8,450 $ 1,301,774 
i 1914 546,472 467,012 79.460 264.819 6,141,944 
| 





1919 1,329,362 1,189,053 140,309 978,205 12,538,712 
1924 2,936,981 2,711,433 235,548 2,356,127 20,067,450 
| 1926 3,519,222 3,277,583 241,639 2,855,269 29,336,040 





oo 
LEGAL Reserve Old Line Life Insurance Company writing Non-Participating busi- 
ness only, with policy contracts thoroughly modernized and with rates that are the 

lowest consistent with sound actuarial practices. 

Available territory, calling for full-time producers who are building for the future in 

Pennsylvama Kansas Vew Mexico 
Ohio Colorado lrisona 
Illinots Oklahoma lexas 
Vissourt Arkansas Caltfornia 


The BANK SAVINGS LIFE INSURANCE COMPANY 
Topeka, Kansas 
GEO. L. GROGAN, Manager of A 
















ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 












Offers an unexcelled line of policy contracts. 


Our juvenile policies, written on children as 
young as one day old, go in full benefit auto- 
matically at age 5 without re-examination. 


Our special low rate policies to business and 
professional men are fast sellers. 
We write women on equal basis with men. 
Splendid agency openings are now available. 


Write William Koch, Vice President and 
Field Manager. 















ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


A.C. Tucker, President 


















T 99% 


Of all applications accepted. Would these facil- 
ities for placing insurance interest you? 


Our 1925 experience 


Policies issued as applied for, more than 93%. 
Policies issued on modified basis, 5%. 
Actual rejections, less than 134%. 


Many of the 134% rejections can now be written 
on the Company’s Personal Life Income policy 
for rejected risks, bringing acceptances up to 99%. 


Actual to expected mortality, 39%. 


For Agency Relations 
Address 


THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 
CINCINNATI, OHIO 


T. W. Appleby E. E. Kirkpatrick 
President Sup’t. of Agents 





























‘‘Underwriters— 


Notice’’ 


“POOR RICHARD” said— 

“All that glitters is not gold.” 
Promises and Percentages may be made 
OPENINGS AT to “glitter’-—BUT 


Eureka, Calif. The real gold that an ncy contract 

Fresno, Calif. puts into your pants pocket is the real 
: ; measure of that contract. 

Santa Barbara, Calif. 











DURING RECENT YEARS 
South Bend, Ind. THE RENEWAL INCOME 
Springfield, Ind. FAID MINNESOTA MUTUAL 
T te, Ind. ENT VERA » 
ae eae, Oe PROXIMATELY— 

Burlington, Iowa 
Pueblo, Colo. 1. For Agencies less than five years old 
Grand Rapids, Mich $3,560. 

= ~~ > a 2. For Agencies up te seven years old 
Cincinnati, Ohio . $6,000. 
Columbus, Ohio 3. For Agencies over ten years eld 
Springfield, Ohio $25,008. 
Enid, Okla. REMEMBER THAT'S JUST 
Amarillo, Texas RENEWALS !!!!! 
El Paso, Texas These men know how real geld 
Cheyenne, Wyo. glitters—and they know it paid 
Richmond, Va. them to get and keep an Ageacy 
Roanoke, Va. contract that is right. 
Wenatchee, Wash. For one like it write 





THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


ST. PAUL, MINNESOTA 
a Now a $130,000,000 company 
































Business Building 
in 1927 ~ 


HE Aétna Plan for 1927 with its 
slogan “1927— Agency Building 
Year” will mean more business for the 


“Etna-izer who lends his cooperation. 


lt asks for more efficient training and 
study. It means organization improve 
ment in every department of work. Close 
team-work, well directed effort, sound 
construction, expert workmanship—are 
all important factors of the Agency 
Building program. 


S. T. WHATLEY 
General Agent 
Etna Life Insurance Company 


Suite 2043—230 S. Clark Street 
CHICAGO, ILLINOIS ~~ ~— 
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METROPOLITAN HOLDS 


GREAT ANNUAL MEETING | 





Is Now Rated As the Largest 
Financial Institution in 


the World 





ASSETS ARE $2,108,000,000 
Paid-for Insurance in 1926 Was $2,011,- 
775,000, Bringing Total Business 
in Force to $13,498,980,000 





NEW YORK, Feb. 2.—In 
the annual convention of the Metropoli- 
tan Life here last week President Haley 
Fiske told of the remarkable 
plishments of the company in 1926. The 
paid-for life insurance issued, increased 
and revived by the company in 1926, he 
said, amounted to $2,011,775,000, 
largest amount ever placed in one year 
by any company in the world. Life in- 
surance now in force in the company to- 
tals $13,498,980,000, a gain for the year 
of $1,401,735,000. On Dec. 31, 1926, the 
company had 37,240,000 policies in force, 
more than any company in the world 
and more than all other companies in 
America excluding one. The gain in 
number of policies in the year was over 
2,000,000. Approximately 540,000 claims 
were paid for a total of $209,370,000, at 
a rate of $1,439 a minute for each 8-hour 
business day. Per day last year the 


opening 


accom- 


the | 


Metropolitan paid 1,778 claims, issued | 
and revived 17,612 policies, issued and } 


revived or increased $9,940,000 new life 
insurance, paid policyholders or added to 
reserve $1,405,000, and increased its as- 
sets $835,000. 


Largest Financial Institution 


President Fiske declared that the to- 
tal assets of the company now exceed 
$2,108,000,000, making the company not 
only larger in this respect than any 
other life company anywhere but prob- 
ably making it the richest and strongest 
financial institution in the world, not 
even excluding the Bank of England. 
Income for the year was almost $595,- 
600,000, a gain of more than $64,000,000. 
Dividends payable in 1927 upon indus- 
trial policies amount to more than $22,- 
000,000, the largest annual dividend of 
the kind ever paid, and to almost $30,- 
000,000 upon ordinary policies. A divi- 
lend of approximately $6,000,000 is pay- 
able on the special $5,000 policy. The 
year saw an 8 percent increase in the 
company’s personal accident and health 
business, 


More Than 1,200 Present 


More than 1,200 managers and lead- 
ing agents were present from all sec- 
tions of this country and Canada. Pre- 
ceding the first general busines. session 
rhursday, the group division held a spe- 
cial two-day series of conferences con- 
cluding with a banquet at which Presi- 
cent Haley Fiske, Vice-President Fred- 
erick H. Ecker; M. H. Aylesworth, 
president of the National Broadcasting 
Company; G. G. Barber, chairman 
(CONTINUED ON PAGE 165) 


ot 


DARBY A. DAY RETURNS 
TO THE CHICAGO FIELD 


MANAGER OF UNION CENTRAL 
Well Known Life Insurance Organizer 
and Agency Builder Assumes Charge 
of Independent Office 





Darby A. Day, who was manager of 
the Chicago office of the Mutual Life of 
New York to the close of 1925, has been 
appointed Chicago general agent of the 
Union Central Life succeeding the late 
Edward A. Ferguson. Superintendent 
of Agencies Charles Hommeyer was in 
Chicago Wednesday this week and 
introduced Mr. Day to the agents and 
office staff. The Chicago agency has 
considerable country territory. 


ol 





DARBY A. DAY 
Made Chicage Manager Union Central 
Life 
Mr. Day on resigning from the Mutual 
Life wished to locate at Los Angeles, 
and retire from active business. He 


however found that a vear was entirely 
too much leisure for a man of his age 
and enthusiasm, so he decided to return 


GENERAL AGENTS TAKE 
HAND IN THE ISSUE 


CONFERENCE BEING HELD 


Central Life of Des Moines Contro- 
versy Over Election of Officers As- 
sumes Serious Proportions 


DES MOINES, Feb. 3 \ surprise 
move was injected into the contest for 
control of the Central Life of lowa 
here today when 35 general agents ar- 
rived on the and went into con- 
ference as to their recommendations on 


scene 


the company’s management. It is un- 
derstood they favor the new otticers, 
with Dr. T. C. Dennv as president, H 
M Havner, vice president and general 
counsel, and G. M. Buck as secretary, 
all of whom were elected as bona tice 
officers at the annual meeting two 
weeks ago Lhe general agents con 


tend the company is a mutual company, 


and that the recent clection represented 
the will of the policyholders 
Appeal to Supreme Court 
\s this goes to press, Dr. Denny and 


Mr. Havner have appealed to the Iowa 
Supreme Court to overrule last week's 
decision of District Judge Franklin, in 
which he refused to lift the injunction 
|} secured by Preside..t O. B. Miller and 
Vice-President Fred P. Carr preventing 
the new officers from functioning until 
ithe election contest is adjusted in quo 
warranto proceedings in a court of law. 
| The supreme court decision will prob- 
ably be given in a few days. Meanwhile 
both factions are preparing for their 
legal battle in a law court, which was 
lordered within ten days by Judge 
Franklin 


to his old stamping ground, where he | 


as man- 


won fame and glory 
ager and organizer. 


an agency 


Te Duplicate New York Record 
Undoubtedly the Union Central Life 
desires to duplicate its record in New 
York. It secured Charles B. Knight, 
as manager there. Mr. Knight has built 
up the largest general agencies 
in the east. The Union Central upset 
its traditions in putting Mr. Knight in 
charge. However, its decision was a 
good t its business in that 


one of! 


one because 
city is excellent in volume and quality. 
Mr. Knight has developed a hard hitting 
agenc) Mr. Day is something ot 
the same type. Therefore with Knight 
and Day as managers in the two largest 


rorce. 


cities of the country the Union Central 
expects to be in the forefront of these 
cities 

Mr. Day made a phenomenal record 
or the Mutual Life of New York 


f 
Chicago. When he resigned the com- 


pa established four general agencies 


nv 


| and to continue the work. 


Mulock Made Secretary 


\ federal court had previously re 
tused to grant an injunction restraining 
the Miller-Carr faction from continuing 
in othee, so the old officers are still in 
control 

At a meeting oft the old board last 
week, E. H. “Hub” Mulock, prominent 
local agent, a member of the local 
agency of Willcox-Howell-Hopkins & 
Mulock, was elected secretary and Dr 
Denny was dropped from that posi 
tion, also from the board 


to take care of the force he had built up 
He is a man 


| of magnetic personality, great diplomacy 


| 


in | 


and has the genius for organization. It 
is expected that Mr. Day will eventually 
have one of the big general agencies of 
the country. 

Mr. Day was formerly in the furniture 
business at Phoenix, Ariz., as a young 
man. The Mutual Life had put a new 


_DECRIES MODERN TREND 


IN INSURANCE PRACTICE 


Vice-President Cleary Sees Grave 
Danger in the Stiff Race 
for Volume 


IS SACRIFICED 


Northwestern Mutual Life Official De- 
clares Many New Frills Are Low- 
ering the Established Standards 


SERVICE 





M. J. Cleary, militant vice-president 
of the Northwestern Mutual Life, who 
is the most active proponent of simon 
pure life insurance, again entered the 
arena at Chicago, Monday night, when 
he addressed the agents of the Hobart 


& Oates general agency of the company 


there, condemning in no unmeaning 
terms some modern tendencies in life 
insurance which he declared were a 
menace to the system. Mr, Cleary as 


serted that greed for volume is dimming 
the vision of some life insurance officials. 
He expressed the hope that this race 
would end before a public investigation 


Individual Service Necessary 


He took the position that service to 
policyholders and beneficiaries is all 
there is to life insurance from the 
agency point of view Life insurance 


agents are paid to render a distinct serv 
rhe policy is simply a written evi- 


we 
idence of the service and the obligation 
ot the company and the agents to give 
it Mr. Cleary said that present day 
tendencies in life insurance minimize the 
dea of service. If they are allowed to 
continue tor a time, they will eliminate 
service as it is known today in life in- 
surance 
Service te Small Holders 
Mr. Cleary said that those who are 


general agent at Phoenix in 1901, so he | 


employed Mr. Day as a sort of branch 
cashier He opened the office in 
morning and closed it at night, still con- 
tinuing his furniture connection. Later 
he gave up the furniture business and 
allied himself with the Mutual Life. The 
cashier’s job however was too confining 
and he desired to get into the open field 
He therefore took a rate book and from 
the start was a success as a solicitor. 
In 1902, he was made manager of the 
company at Albuquerque, N. Mex., serv- 
(CONTINUED ON PAGE 32) 


the | 


— 


pushing wholesale plans claim that they 
result in small units and hence personal 


service is not so necessary because the 
units are so greatly circumscribed. Mr. 
Cleary does not agree with this state- 
ment. He said that individual service 
is Just as essential and often more so 
with small policyholders as large. They 
are frequently in greater need for this 
life insurance service, because a small 
policy must go a long ways in meeting 
the demands of the dependents. In 
many cases life insurance is the only 
estate that is left worth while. He said 
there is a pronounced need for individ- 
ual service among the smaller policy- 
holders Mr Cleary said that he 
watches the claims as they come in and 


this idea of service is being more and 
more impressed on him as he studies 
the 
Tetal Disability Clause 
He showed how the joint actuarial 
committee of the two actuarial organ- 


izations gave 18 months study to dis- 

ability clauses and rates. The report 

that finally was forthcoming was vague 
(CONTINUED ON PAGE 30) 
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HIGH TRIBUTE PAID TO 
FREEDY AT MILWAUKEE 
“IMPARTIALITY” HIS SLOGAN 
All Classes of Insurance Men Join in 
Honoring Newly Appointed 
Wisconsin Commissioner 


MILWAUKEE, Feb. 2.—Milton A. 
Freedy, newly appointed insurance com- 
missioner of Wisconsin, was guest of 
honor at one of the biggest and most 
brilliant affairs ever given by insurance 
men in Wisconsin, Monday night, when 


H. R. KENDALL IS MADE 
CHAIRMAN OF BOARD 


A. M. JOHNSON IS RETIRING 





Washington Fidelity National of Chi- 





cago Made an Excellent Record 


335 persons, including Governor Fred | 


R. Zimmerman, assembled to pay him 
honor. It was given by the Wisconsin 
Blue Goose. Guests included represen- 
tatives from all branches of the insur- 
ance business, company officials, west- 
ern managers, field men and _ local 
agents from all parts of Wisconsin and 
out of the state. 

Following the dinner, Mr. Freedy was 
presented with a gold watch and chain 
by David O. Stine of Reedsburg, Wis., 
special agent for the St. Paul Fire & 
Marine, on behalf of the field men of 
Wisconsin with whom Mr. Freedy has 
worked all these years. 


“Impartiality” Is Slogan 


In acknowledging the gift, Commis- 
sioner Freedy declared that during his 
term of office as commissioner, the de- 
partment would be conducted on an im- 
partial basis. 

“In casting about for a slogan for the 


department, I hit upon ‘impartiality,’” 
said the commissioner. “The words 
‘cooperation’ and ‘service’ have been 


overworked and I wanted a new one. I 
think that the one selected is most suit- 
able for that is the way the department 
is to be conducted—on an impartial 
basis. 

“Simplicity shall guide the conduct of 
the department while I am commis- 
sioner. All will be treated fairly, 
whether they be Union or Bureau, stock 
or mutual representatives. I shall give 
my best to all. When I left my com- 
pany on taking over the position of in- 
surance commissioner, I told them this, 
and I want to repeat it now—that if the 


| Johnson, 


| active 


During the Last Year 


At the recent annual meeting of the 
Washington Fidelity National of Chi- 
cago, Harry R. Kendall was elected 
chairman of the board. Albert M. John- 
son, the former chairman, retired from 
this position in accordance with his re- 
cent policy to gradually withdraw from 
duties connected with his many 

financial connections. Mr. 
however, retains his member- 


important 


| ship on the board. 


| birth of the Washington Fidelity 


| the 





friends who were boosting me for the | 


commissionership are expecting favors 
because of it, 
sider them my friends no longer. There 
has been a high standard set by the 
department and I hope to maintain it 
during mv term of office.” 


Governor Zimmerman Speaks 


“IT am much pleased with the satis- 
faction being expressed by insurance 
men on all sides over the selection of 
Mr. Freedy as insurance commissioner 
of Wisconsin, " said Governor Zimmer- 
men in a short talk. “I have known Milt 

Freedy for many years and I know he 
will make the insurance commissioner 
that the people and you men want.” 

“Milt Freedy has been a friend to 
everyone during his association in the 
field,” said Thomas Larkins. most loyal 
gander of the Wisconsin Blue Goose. 
“He has always been ready to give ad- 
vice to young men starting in the busi- 
ness and to men who have come from 
outside the state. The spirit of any 
business hinges on the spirit of the man 
in it and he has that spirit which 
vital to make a business successful.” 

Telegrams of congratulations were 
read from George C. Long, Jr., vice- 
president of the Phoenix of Hartford, 
which Commissioner Freedv represented 


is 


in Wisconsin, and from Edward Mce- 
Kian, most loyal gander of the New 
York Citv Blue Goose. 


Company Officials Present 


Among the company officials and rep- 
resentatives present were: 

Northwestern Mutual Life, Milwau- 
kee, Henry F. Tyrrell. legislative coun- 
sel. Myron H. O. Williams and John 
1. Hughes. assistant superintendents of 
agencies: Ralph Perry and G. L. Ander- 
son, assistant secretaries; 


I shall be obliged to con- | 


Was Ranking Vice-President 


Up to this time Mr. Kendall has 
served as ranking vice-president of the 
company. Previous to the consolidation 
which, one year ago, resulted in the 
Na- 
tional, he was the president of the ri- 
delity Life & Accident of Louisville and 
vice-president and treasurer of the 
Washington Life & Accident of Chi- 
cago, the two companies which, with 
United States National Life & Cas- 
ualty, were combined to form the pres- 
ent Washington Fidelity National. 

The promotion of Mr. Kendall was 
in recognition of his invaluable services 
in so successfully launching the new 
company. The progress that the Wash- 
ington Fidelity National made during 
the first year of its existence, a record 
that has seldom been equaled in the 
lines of insurance written, was largely 
due to the efforts of Harry R. Kendall. 
The premium income during 1926 was 
more than $1,500,000 greater than dur- 
ing 1925. 

The company has just been admitted 
to Virginia. This makes 47 states and 
the District of Columbia in which the 








Washington Fidelity National does 
business. 
nardt, assistant actuary, and Clarence 


Klocksin, assistant legislative counsel. 

Old Line Life, Milwaukee, Rupert F. 
Fry, president; H. B. Sturtevant, actu- 
ary; Warren J. Morre, assistant secre- 
tary; M. F. Ryan, assistant treasurer; 
H. A. Woodward, manager accident and 
health department. 





Makes Women’s Record 


Writing at least one application a 
week for 104 successive weeks, which is 
believed to be a world’s record for a 
woman agent, was a feat accomplished 
by Miss Emma Ditzler of the Fraser 
agency of the Connecticut Mutual Life in 


| New York. Miss Ditzler solicits women 


| almost 


: D. May- | ene 


exclusively, insuring over 150 
business and professional women yearly. 
She bases her sales appeal on the sav- 
ings feature combined with the disabil- 
ity and guaranteed future incomes to 
replace present earning capacity. This 
thrift and systematic savings appeal 
Which Miss Ditzler uses, secures her 
policies of the short term endowment 
ranging from 10 to 20 years. 


Chicago Directory Out 


Tue Nationa UNpdERwRITER has 
| ten out the 1927 edition of the “Chicago 
Telephone Directory” which gives the 
location and telephone numbers of the 
insurance offices in Chicago together 
with the names of the leading managers, 
local agents, general agents, field men, 
etc. It gives first the insurance directory 
of the Insurance Exchange and then the 
directory of the insurance offices outside 
of the Insurance Exchange. It makes a 
complete handy directory to have nearby. 
It is one of the most universally used 
| directories. The directory is furnished 
free at the Chicago office to those who 
call. If sent by mail, 15 cents should be 
losed for stamps. 


got- 





CONDITIONS UNFAVORABLE 
IN NORTHWESTERN FIELD 


FARMERS ARE IN BAD SHAPE 


Governor Christianson Tells Travelers 
Equitable Agents How Big Busi- 
ness Limits the Individual 


MINNEAPOLIS, Feb. 2—Governor 
Theodore Christianson of Minnesota 
believes that for the man of small 
means, “his only safe form of investment 
from now on is life insurance.” He so 
informed some 70 agents of the Travel- 
ers Equitable of Minnesota at a banquet 
last week. President Gustaf Lindquist 
of the Travelers Equitable, former 
commissioner, presided as toastmaster. 
Among the guests of honor were Com- 
missioner George W. Wells, Jr., and 
former Commissioner John A. Harti- 
gan of St. Paul, now supervisor of 
agents for the Equitable Life of 
York. 


Face Serious Situation 





| 


CONFIRMATION OF HYDE’S 
APPOINTMENT IS ASSURED 


———_ 


EXPLANATION OF FEES MADE 





Only Result of Political Charges Prob- 


| Missouri, 


| ratification is taken. 


ably Will Be Revision of Law 
Governing Payments 


ST. LOUIS, Feb. 2.—The confirma- 
tion of Ben C. Hyde, superintendent of 
for the second term to which 
he was appointed by Governor Baker 
several months ago now seems certain, 
although it is probable some Democratic 
members of the state senate will indulge 
in some political footballing with Mr. 
Hyde’s name before the final vote of 
t The decided opposi- 


‘tion to Superintendent Hyde was not 


New | 


very widespread and at no time appar- 
ently were there enough votes to menace 
his tenure of office. 

Fees Were Explained 


There was a flare up against him when 


| Senator Haymes of Springfield, chair- 


Minnesota and the northwest are fac- | 


ing a serious condition, Governor Chris- 
tianson explained. Many farm mort- 
gages have been foreclosed, and farms 
are being sold for but half of what they 
brought a few years ago. Before busi- 
ness generally can prosper, this condi- 
tion must be improved and farm land 
values stabilized. The present situation 
has not been helped by the attitude of 
federal reserve banks in declining to 
take as security paper based on real 
estate values. A resolution has already 
been presented in Congress calling atten- 
tion to this fact and asking an investiga- 
tion with the aim in view of having re- 
serve banks change their ruling. If 
such change is made, it will materially 
help to restore values of farm land. 
Other lines of business, including insur- 
ance, are dependent on the condition of 
agriculture for their own prosperity in 
this territory. 


Little Chance for Individual 


ts have faith that life insurance is 
going to grow,” Governor Christianson 
continued. “The man of small capital 
and earning capacity cannot today go 
into business for himself under exist- 
ing conditions. Once, a man with but 
$500 could start a little grocery business 
and gradually build up a_ mercantile 
business by adding other lines. Not so 


now. He has too much opposition of 
those with large capital. His only 
chance, if he gets it, is to go in with 


men of greater financial strength and 
executive ability. He can hardly invest 
his little in stocks, nor does he wart to 
invest in ‘blue sky.’ 


Insurance Safe Investment 


“Obviously, his best form of safe in- 
vestment from now on, is life insur- 
ance. Times have changed since the 
days when life insurance was looked 
upon solely as a means of protection for 
a wife and little children. In future, 
the appeal of life insurance will largely 
be as a means of safe investment. This 
situation will grow with increasing ac- 
celeration. Such conclusion is inevitable. 
Life insurance going to grow, with 
greater opportunities for the success of 
life companies, large and small.” 

Commissioner Wells told a number 
of humorous stories and finished his re- 
marks with interesting statistics relative 
to life companies and their combined 
magnitude. He stated that recently 
tentative figures for the annual state- 
ment of the Travelers Equitable as of 
Dec. 31 last had been submitted to him. 
“T am pleased to note.” said Commis- 
sioner Wells, “that the company has 
made gains in all departments, in assets, 
in insurance in force, both accident and 
life, and that the surplus has _ been 
trebled.” 


1s 


The banquet concluded a two days’ 


convention of the of the com- 


pany. 


agents 


man of the insurance committee, intro- 
duced his resolution calling upon Mr. 
Hyde for a complete statement concern- 
ing fees paid to him for acting in insur- 
ance merger and reinsurance deals, after 
it had been revealed that Mr. Hyde 
received a $2,500 fee for acting on ‘the 
commission that approved the merger 
of the International Life and the Stand- 
ard Life of Decatur, IIl., in November, 
1924. But this charge of political dyna- 
mite lost its force when Superintendent 
Hyde on Jan. 27 submitted to the sen- 
ate a detailed statement concerning all 
mergers and reinsurance fees he had 
received since taking office in 1921, the 
grand total being $4,575. 


Full Data Submitted 
With this report, which included the 


names of the companies involved in the 
mergers and the amounts of the fees, 


| he also submitted an opinion by former 





| duties 


the | 


Assistant Attorney General E. A. Green 
which was given to Charles G. Revelle 
when he was superintendent of insur- 
ance, upholding the legality of the prac- 
tice of the superintendent withholding 
such fees personally. Mr. Hyde also fur- 
nished the senate with letters from his 
immediate predecessors in office stating 
they had also received such fees and that 
the practice was lawful. Letters were 
received from Frank Blake, Charles G. 
Revelle, Walter Chorn and A. L. Harty. 
The fact that Democratic as well as 
Republican superintendents had retained 
such fees caused Senator Haymes’ reso- 
lution to lose its political steam. 

However, while Superintendent Hyde 
will retain his office it is very probable 
that the legislature will pass a new law 
governing merger and reinsurance fees 
and providing that any such fees re- 
ceived by the superintendent of insur- 
ance in the future must be paid into the 
state treasury. The superintendent's 
salary is $3,000 a year. 





Ekern Back in Practice 


Herman L. Ekern, who 
tired as attorney-general of Wisconsin, 
has reentered the private law practice. 
having offices in Chicago and Madison 
His old firm, Ekern & Meyers, has 
continued right along, although Mr 
Ekern devoted his time to his official 
He was formerly insurance 
commissioner Wisconsin and has 
built up a large insurance practice 


recently re- 


of 


Phoenix Mutual Conference 


managers 
was held 


conference of 
Phoenix Mutual Life 
at Chattanooga. There were present 
|from the home office President A. A. 
| Welch, Vice-President Winslow Russell, 
| Assistant Secretary M. C._ Terrell, 
Agency Manager J. A. Whitmore, 
| Director of Training School James A. 
| Giffin, Agency Assistant Carlton Walker 
and Agency Assistant R. A. Judd. 
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UNION LABOR LIFE IS 
ABOUT READY TO START 


J. D. Maddrill of Woodward, Fon- 
diller & Ryan Is General 
Manager 





COMPLETE ORGANIZATION 


Rainard B. Robbins of New York In- 
surance Department Is Vice- 
President and Actuary 


WASHINGTON, 
The board of directors of the new 
Union Labor Life, now in process of 
organization, will meet here today with 
President Matthew Woll, vice-president 
of the American Federation of Labor, 
to give final form to the organization 
of the company, which expects to be op- 
erating under full swing by March 1. 
In addition to amending the by-laws and 
appointing a ranking vice-president, 
secretary and treasurer, all of whom 
will be prominent labor union officials, 
the directors will doubtless confirm the 
appointment of J. D. Maddrill of Wood- 
ward, Fondiller & Ryan, consulting ac- 
tuaries, New York City, as vice-presi- 
dent and general manager of the new 
company, and of Rainard B. Robbins, 
assistant actuary of the New York in- 
surance department, as_ vice-president 
and actuary. — ; 
ing vice-president will be chosen from 
the executive committee of the board of 
directors, which is composed of G. W. 
Perkins, L. C. Steward, T. F. Flaherty, 
J. M. Lynch, M. F. Ryan and T. E. 
surke, all of whom are presidents of 
large national or international unions. 

Had Valuable 


Mr. Maddrill was born in Nevada in 


-_ . Pa & 


Experience 


1880. He took his A.B. at the Uni- 
versity of California in 1903 and his 
Ph.D. at the same institution in 1907, 


later becoming an instructor in statis- 
tical, insurance, investment and en- 
gineering mathematics. From 1913-1917 
he did special work at the home office 
of the Travelers, developing forms, or- 
ganization procedure and controls and 
preparing agency and other literature, 
notably the agents’ loose-leaf service 
book. He also made special analytical 
studies of the problems of amortization 
and expense. During the next three 
years he helped organize the program 
and procedure of the War Risk Insur- 
ance Bureau, personally preparing the 
first drafts of the application forms, 
illotments and allowances. 
Work Was Varied 


Mr. Maddrill was one of the five orig- 
inal superintendents of the Rehabilita- 
tion Board under Director Prosser, 
collaborating in the general organization 
of the service and completely organizing 
the western district comprising Califor- 
nia, Arizona and Nevada. In 1920 he 
carried out reorganization work for the 
Pennsylvania Manufacturers Associa- 
tion Casualty and Fire Insurance com- 
panies. He was a member of the board 
i consulting actuaries on the U. S. 
Civil Service Retirement Fund from 
1921-1925, and in 1925-1926 reorganized 
tor the Hartford Accident & Indemnity 
the home office and agency system of 
controls over risk selection. He joined 
the firm of Woodward, Fondiller & 
Ryan, consulting actuaries, when they 
began their work of organizing the 
Union Labor Life. 

_ Born in 1886, Mr. Robbins 
is A.B. and A.M. degrees from the 
University of Indiana and his Ph.D. 
trom Harvard in 1914. From that time 
until 1921, when he joined the 
York insurance department, he taught 
mathematics successively at Harvard, | 


ol 


received 


In all likelihood the rank- | C ! 
; | while he was in charge for the Michi- 


New | 





[tor of the company 


NEW APPOINTMENTS BY 
CONTINENTAL, ST. LOUIS 


HOME OFFICE CHANGES MADE 


Ed Mays Becomes Vice-President in 


Charge of Investments and C. J. 
Shea, Agency Director 


ST. LOUIS, Feb. 3—E. P. 
yore of the Continental Life of 
Louis, has announced the election 
ot ‘Ed Mays as vice-president in charge 
of the investment department of the 
company. Mr. Mays has been a direc- 
for several years. 
He succeeds Cary G. Arnette as vice- 
president. Mr. Arnette is now president 
of the Inter-Southern Life. 

President Melson has also anounced 
the appointment of Cornelius J. Shea to 
succeed James P. Sullivan as agency di- 
rector. Mr. Sullivan resigned recently 
to become general agent in St. Louis 
for the Lincoln National Life. Mr. 
Shea for many years has been general 


Melson, 


| agent in St. Louis for the Michigan Mu- 


a | 


| Sheffield Scientific 


tual Life, having charge of a large ter- 
ritory in Missouri and southern IIli- 
nois. He has been very successful both 
as a personal producer and an agency 
builder. 

He is the national 
Cooperative Clubs of 
also taken an active interest in the af- 


president of the 


fairs of the life underwriters associa- 
tion. He is not a stranger to the Con- 
tinental official family since he and Dr. 
C. R. Dudlev, medical director for the 
company, have for years been close 
friends. Dr. Dudlev had also made 
medical examinations for Mr. Shea 


gan Mutual in this territory. 

W. Frank Smith, who for several 
years was associated with Mr. Shea in 
the St. Louis agency for thhe Michigan 
Mutual, 


agent. 

Another anouncement made by Presi- 
dent Melson is that of W. E. Uthe as 
agency accountant. He is a certified 
public accountant. 

President Melson states that the in- 
come of the Continental for 1996 


showed an increase of 25.7 percent over 
1925. The company closed the year with 
$92,220,000 of insurance in force and as- 
sets of $11,651,848.99. The gains were 
11.9 and 14.6 percent respectively. 


School at Yale and 
of Michigan, where he 
assistant professor of actuarial 
and statistical mathematics in 1922, 
when the department granted him a 
year’s leave of absence. Since that time 
he has been in charge of the depart- 
ment’s actuarial work in the life 
ance field. 


the University 
became 


Operate Through Unions 


The new Union Labor Life, which is 
chartered also to write accident 
health, plans to write group insurance 
for unions and employers as well 
ordinary business, primarily for 
members although it will write 
bers of affiliated ‘—-—, 
nary business will be ritten in four 
classes, according to neuen of occupa- 
tion. It will also be extended to the 
families of members, 
ing for the establishment of 
juvenile department to insure the chil- 
dren of members. Annuities will be fur- 
nished by means of endowment policies 
maturing at the higher ages. The com- 
pany will operate through the 31,000 
union secretaries scattered throughout 
the country and reaching approximately 
3,000,000 union members. On ordinary 
policies, to which double indemnity and 
disability benefits may be added if the 
insured desires, the maximum has been 


as 


mem- 


a special 


set at $5,000. Of the $1,000,000 capital 
authorized by its charter, more than 
| $350,000 has already been subscribed 


and paid in, with a like surplus. 


and | 


| 
| 
| 


| be held 


| been established in charge of 


| K. 


{ seven subjects. 


| Life Insurance Contracts; 


America and has | 


| 


| actively in the congress and present ad- 


has succeeded him as general | 


| conference was held at the 


|} quotas 


insur- | 


union | 
Ordi- | 
| trict 
| stav 
present plans call- | 


| John P. Leininger, 
| ing 
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| Permanent Committee Has Been Ap- 


ACTUARIES WILL HOLD AN. 
INTERNATIONAL CONGRESS 


MEET IN LONDON JUNE 27-30 


pointed in Charge of American and 
Canadian Participation 


being rounded out for the 
Congress of Actuaries to 
London, June 27-30 and a 
committee of actuaries has 
American 
and Canadian participation in the con- 
gress. This committee consists of John 
Gore, Prudential; Arthur Hunter, 
New York Life; Thomas B. Macaulay, 
Sun Life of Canada; Henry Moir, 
United States Life; and John S. Thomp- 
son. Registrations are being sought be- 
fore March 31 
To Consider Vital Tepics 


The congress will consider a number 
of vital topics, the tentative program 
calling for discussions and participation 
by international actuaries on at least 
At present the list in- 
Recent Developments in Indus- 
Disability Benefits in 
Group Insur- 


Plans are 
International 
in 
permanent 


cludes: 
trial Insurance; 


ance; Social Insurance and Problems 
Connected With It; Insurance of Under 
Average Lives: “Risk Premium” 


Method of Reinsurance; Currency De- 
preciation as Affecting Life Insurance 
Contracts. American and Canadian ac- 
tuaries are being asked to participate 


dresses and papers as well as attend the 
sessions. 


INDIANAPOLIS LIFE MEETING 
Agents From Ohio, Indiana and IIli- 


nois Attend Conference at Home 
Office of Company 


INDIANAPOLIS, Feb. 2 \ very 
successful agency conference was held 
by the Indianapolis Life at the home 
office last week, for agents of Ohio, 
Indiana and Illinois. There were 150 
agents in attendance, having qualified 


An all day 
home office, 


The 


by writing specified quotas. 


lunch being served there at noon 
morning session was devoted to a dis- 
cussion of the annual statement and 
other matters pertaining to policies and 
plans. At the afternoon pro- 
duction problems were discussed and 
for the year were decided upon 
Among the principal speakers were: 
President Frank P. Manly, W. L. Main- 
land of Detroit: A. H. Kahler of Peoria, 


session 


Ill; Harold Clack of Davenport, Ia.; 
S. Y. Matthews of Dallas. Tex., and 
S. G. Danielson of Minneapolis \ 
banquet was given with talks from 
many of those present. Mr. Manly was 
toastmaster A conference was held 
with 20 managers who staved over to 
discuss agency problems and the se- 
lection of men 





Stays Order on Nebraska Company 


The North American National 
has filed a $25,000 bond with the dis- 
court at Lincoln, Neb., which will 
the effectiveness of the recent or 
of Judge Shepherd, on petition of 
a policyholder, hold- 
the transfer from a mutual to a 
stock corporation was not according to 
law, until the case can be heard by the 
supreme court. The district court over- 
ruled a motion to have the bond de- 
clared null and void on the ground 
that the Southern Surety, which signed 
it, is controlled by the same men as 
control the North American: that no 
officer of the company had signed the 
bond. that the nower of attorney con 
ferred on D. F. Brown, who signed 
the bond for the surety company, had 
expired, and that it was not filed in 
time 


Life 


der 





_| HOLDS NON-RESIDENT 
AGENT LAWS INVAILD 
Strenuous Brief on This Question 


Is Drawn Up by Frederic 
G. Dunham 


CALLED DISCRIMINATORY 


Attorney of Life Presidents Association 
Cites Constitutional Rights of 
Agency Representation 


2—Claiming that 
which restrict the 


NEW YORK, Feb. 
the laws of 19 states, 
business of insurance agents to resi- 
are invalid, Frederic G. Dunham, 
of the Association of Life In- 
surance Presidents, has drawn a brief 
on the constitutional questions involved 


dents, 
attorney 


in his contention which has just been 
mailed to members of the association. 
In a statement introducing the brief 
Mr. Dunham says: 
Representation Restricted 
“Statutes restricting the business or 
employment of insurance agency, either 


wholly or in part, to residents character- 
ize the insurance laws of most of the 
states. Of the 44 states having such 
statutes, 19 have extended them to all 
lines, including life insurance. Twenty- 
five states except life insurance from 
their application. Four states have as 
yet no such statutes. 

“The restriction is imposed, either as 
a qualification to be met by individual 
applicants for license as insurance 
agents, or as a condition attached to 
the authority granted to corporations to 
transact the business of insurance within 
the state. In eight states combinations 
of both methods are employed. 


Results in Discrimination 


“A state’s authority to regulate the 
business of insurance, and in pursuance 
thereof to subject insurance agents to 
reasonable license requirements, is un- 
doubted. A state’s authority to control 
the operations of corporations within 
its jurisdiction, including the right to 
prescribe the agencies through which 
their business shall be transacted, also 
familiar. An obvious effect of the em- 
ployment by the state of either or both 


is 


of these well-established powers, in the 
manner described, is to discriminate 
against the residents and citizens of 


other states by the creation of a veritable 
monopoly of the business of selling in- 
surance in favor of its own residents and 
citizens, unless prevented by limitations 
of the United States constitution. 

“It contended, in the following 
brief and argument, that the ‘equal priv- 
ileges and immunities’ clause of article 
IV, 2, and the ‘privileges and 


is 


section 2, 
immunities’ and ‘equal protection of the 
laws’ clauses of section 1 of the four- 
teenth amendment constitute such con- 
stitutional limitations as render statutes 
purporting to impose the residence re- 
striction upon the business or employ- 
ment of insurance agents null, void and 
of no effect ms 
Deny Rights to Citizens 


The following is an outline of the 
constitutional argument in the brief: 

“TI. Statutes restricting insurance 
agents’ licenses to ‘residents of the 
state’ are unconstitutional because they 
deny to citizens of other states one of 


the privileges and immunities of citizens 
of the licensing state. 

“a Article IV, section 2, of the 
United States constitution, guarantees to 
the citizens of every state the right to 
engage in any lawful business in any 
state upon the same terms and condi- 
tions as may lawfully be imposed by 


such other state upon its own citizens 
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“b. Discriminations in favor of resi- 
dents are necessarily discriminations in 
favor of citizens of the discriminating 
state and against the citizens of other 
states, because ‘residents’ include ‘citi- 
zens,’ and ‘non-residents’ include the 
‘citizens of other states,’ under the con- 
stitutional definition of citizenship. 

“c. Discrimination as between resi- 
dents and non-residents in the terms 
and conditions of license to transact the 
business of insurance constitutes a de- 
nial to the citizens of other states of a 
privilege or immunity accorded by the 
discriminating state to its own citizens. 

Violate Fourteenth Amendment 


“II. Statutes restricting insurance 
agents’ licenses to ‘residents of the state’ 


are unconstitutional because they con- 
flict with section 1 of the fourteenth 
amendment. 


“a. By abridging a privilege and im- 
munity of citizens of the United States, 
to wit: the right to engage in the lawful 
business of selling insurance in any state, 
territory or possession of the United 
States, free from discrimination or un- 
reasonable restraint; and 

“bh. By depriving non-residents, with- 
out due process of law, of liberty and 
property, to-wit: of the right to con- 
tract for a lawful employment and to 
engage in a lawful business; and by 
denying to non-residents the equal pro- 
tection of the laws. 

Cites Burke Case 


“III. Statutes restricting corpora- 
tions to the employment of resident 
agents are unconstitutional conditions 


and therefore void under the principle 
established by the Supreme Court in the 
case of Terrel vs. Burke Construction 


Company (257 U. S., 529). Such stat- 
utes conflict with 
“a. Article IV, section 2, because 


they deny to the citizens of other states 
an employment which is open to citi- 
zens ot the restricting state; and with 
“b. Section 1 of the 14th amendment, 
because they abridge a privilege or im- 
munity of citizens of the United States, 


who are non-residents of the restricting 
state, by denying them an employment 
which is open to residents of such state; 
land because they deprive non-residents 
lof liberty and property without due 
| process of law, and deny them the equal 
| protection of the laws.” 
| As the brief points out, the state stat- 
| utes involved in the court decisions cited 
jand discussed usually discriminate as 
| between residents 
| while the constitution guarantees the 
|rights of citizenshin. Construction of 
the term “residents” 
|mines the constitutional issue in every 
|such discrimination. While the ma- 
jority of cases hold that a discrimina- 
|tion against non-residents necessarily 
constitutes a discrimination against the 
citizens and is ineffective under the 
| equal privileges and immunities clause, 
}one decision of the United States Su- 
|preme Court takes the opposite view. 
| This case (La Tourette vs. McMaster, 
| 248 U. S., 465) is exhaustively analyzed 
|and discussed in the brief. 

Not Bound by State Courts 


The South Carolina brokers law in- 
| volved in LaTourette vs. McMaster pro- 
| vided that “only such persons may be 
| licensed as are residents of this state.” 
| The South Carolina supreme court had 
declared that this restriction did not 
discriminate in favor of citizens of South 
| Carolina, or against the citizens of other 


therefore deter- | 


| 


and non-residents, | 


HOBART & OATES GIVE 
THEIR ANNUAL DINNER 


NORTHWESTERN MUTUAL MEN 


Chicago General Agents Present Prizes 
to the Leaders on the Work 
of 1926 
Chicago general 


Hobart & Oates, 


} agents of the Northwestern Mutual Life, 





| states, because, it said, citizens of other | 


states could qualify for license by be- 
|coming residents of South Carolina, and 
| citizens of South Carolina would become 
| disqualified on becoming residents of 
| other states. This interpretation of the 
| state law by the state court, the United 
| States Supreme Court said it must and 
| did accept. Mr. Dunham maintains that 
this interpretation is at variance with 
jevery previous construction by the Su- 
|}preme Court of like statutes; that it is 
inconsistent with the constitutional defi- 
| nition of state citizenship which declares 
every citizen of the United States to be 
ja citizen of the state wherein he re- 
| sides; and that, upon questions involving 


| judgment. 
“With the signal example which has 


} tant 


gave their annual banquet to the agents | 
Oates of the | 


on Monday night, J. F. 
firm presiding and R. H. Hobart pre- 
senting the prizes. 
ers in volume went to Benjamin H. 
Badenoch, who produced $736,000. Dur- 


ing January he wrote 11 policies amount- | 


ing to $150,000. The second prize for 
paid for business went to Robert S. 
Harris, whose figure was $596,500. The 
prize for the leader in number of lives 
went to Henry W. Shedd, who wrote 
113 policies for $509,500. The fourth 


prize is given to the newest man in the | 


agency who writes the most applications 
a month. This went to Frank Hughes, 
who joined the agency Dec. 1 last with 


rights under the constitution of the 
United States, federal courts are not 
bound by state court interpretations of 
state laws, but have both the right and 
the duty to exercise their independent 
In conclusion he says: 


recently been given, in the case of Terral 
vs. Burke Construction Company, of the 


willingness of the Supreme Court of the | 


United States to correct a previous er- 
roneous determination upon an impor- 
constitutional question, we have 
confidence to expect a like frank declara- 
tion by that court, under like circum- 
stances, that the decision in La Tourette 
vs. McMaster does not represent the 
law.” 


The prize for lead- | 


| no previous life insurance experience. 
During the month he wrote 18 applica- 
tions for $26,000 of which 17 were ap- 
proved. He took nine applications in 
January. 

Efficiency Prize Winners 


The prize winners in the efficiency 
| test Sept. 1 to Dec. 31, were as follows: 

David Degen, F. G. Desson, R. M. 
| Hefter, N. L. Hoyt, E. J. Kohn, Wil- 
liam Lederer, Donald McIntosh, Fred 
Mahler, G. V. Nevius, H. F. Oates, H. D. 
Penfield, L. C. Penfield, C. E. Smith, 
L. E. Weil, O. A. Williams. 

Mr. Oates announced that the office 
would be newly equipped with steel 
desks, filing cases and other equipment. 
It will be brought up-to-date and a num- 
| ber of changes will be made to bring 
| about the greatest amount of efficiency 


and convenience in handling the office 
details. 


American Life Reinsurance Rally 

| The American Life Reinsurance of 
| Dallas has been holding its annual 
meeting at the home office there this 
| week. President A. C. Bigger was ex- 
| pected to preside at the business ses- 
} sions and also act as toastmaster at the 
| banquet, at which James Sullivan of 
| St. Louis was the only speaker. 

| The meeting was the occasion for 
| the formal introduction of J. H. Bryan 
las agency director, although he is al 
| ready well known to practically all the 
}agents of the company, having been 
j active in the field for a number of years 


Everett Assistant Secretary 


Frank N. Everett has been promoted 
i by the Missouri State Life to assistant 
secretary. He has been in charge of 
| the lite underwriting department of the 
{company and his work since joining the 
company has been especially successful. 
Prior to joining the Missouri State Life 
bo was for many years in executive posi- 
tions with the Prudential. 
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m,, “sterote, Utah and Florida. 
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W. H. HINEBAUGH, Pres. 
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If you are seeking a General Agency connection 
Co which combines the advantages of SERVICE TO POLI 
FIELD MEN; one offering PARTICIPATING and NON-PARTICIPATIN 


and a FULLY PARTICIPATING CONTRACT to its Agents. One in which the 
extended to INCLUDE THE PRODUCER. 


Vice-President & Agency Director 


CENTRAL LIFE INSURANCE 


“THE APPROACH” 


will, no doubt, 


“THE PRESENTATION” 


The Central Life offers a wide range of policies, including Child’s Educational, Mortgage Coverage, Low 
Cost Preferred Risk and Double Protection Policies. 
SERVICE TO POLICYHOLDERS 
Mortality 1924-1925, 30%. 
Interest earned, 5.8%. 
Ratio assets to liabilities, $1.12, 
While a stock company, its profits to stockholders are limited by its charter. (Present non-participating 
policies provide for dividends after they are 
SERVICE TO A 
Practical cooperation from the Home Office, through proven methods; a free educational course to agents 
and comprehensijve organization plans for General Agent. 
3% increase in paid for business over that of 1925. 


Dividend factors: 


CY ORGANIZATI 


E CLOSE” 


In common with many other conservatively progressive companies, the Central Life offers a salable serv- 
d, a wide range Of policies and excellent dividend factors. 
offers what is IRRESISTIBLE—a contract providing an OVERWRITING commission adequate to take 
care of the OVERHEAD—one which will enable the General Agent to attract and hold desirable men 
and still operate UPON A PARTICIPATING BASIS. 
General Agency opportunities in Pennsylvania, Nebraska, Kansas, Northern California, Oregon, Mon- 


W. ROLLA WILSON, 


COMPANY OF ILLINOIS 
CHICAGO 






be interested in a contract with a 
CYHOLDERS and PROFITS TO 
G POLICIES to the Public 


id up—retro-active as to old policies. 
ON. 
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Life 


Insurance Company 


Columbus, Ohio 
1906-1926 


PYRAMIDS OF PROGRESS 


ASSETS 


1906, $171,282.98 
1908, $274,432.39 
1910, $441,386.69 
1912, $795,038.71 


1914, $1,365,399.86 
1916, $2,232,36838 


1918, $3,311,483.09 
1920, $4,803,106.95 


1922, $7,041,268.64 
1924, $9,748,199.59 


1926, $13,129,402.14 


NEW BUSINESS IN 1926 


0 er $15,876,237 0 
2,354,504.00 


TERMINATIONS 
Lapse, maturities, etc.......... 8.2° 


MORTALITY 


Ratio to expected.............23 3.9% 


and 


A RECORD 








HAS: 


Never contested a policy claim. 
Paid policyholders and bene- 
ficiaries $5,426,016.30. 

Paid all war claims in full and 
returned all extra war premiums. 
Furnished low net cost insur- 
ance to policyholders. 
Furnished complete service to 
policyholders. 

Established a reputation for in- 
tegrity and fair dealing. 
Recognized the conduct of its 
business as the performance of 
a trust. 

Set aside as policy reserves 
$10,882,600.00. 








Dr. W. O. Thompson 


H. B. Arnold 
President 


Dr. E. J. Wilson 
Vice-Pres. & Med 
éctor Actuary 
F. R. Huntington 


Treasurer 


OFFICERS: 
Geo. W. Steinman 


of Board Secretary 


J. A. Hawkins 


Vanager of Agencies 


J. Chas. Rietz 


Dr. Frank Harnden 
Medical Director 


INSURANCE IN FORCE 


1906, $278,100 
1908, $3,063,575 
1910, $6,092,356 

1912, $10,275,125 


1914, $16,346,367 
1916, $21,329,852 


1918, $26,433,375 
1920, $40,831,616 


1922, $52,236,560 
1924, $66,514,076 


1926, $84,447,962 


EXTRA DIVIDENDS 


The very favorable mor- 
tality record in 1926 makes 
possible an extra mortality 
dividend of $75,000 payable 
July 1, 1927 to June 30, 1928. 














FINANCIAL CONDITION, DECEMBER 31, 1926 


ASSETS 
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Premiums Unreported and Deferred............. 
tM Sevtt reknddndeendded tens ehaweeeaan 


NN NE EN ot ERS Rene ae $13,129,402.14 
NE TATE DAE BS 92,804.60 
I A a $13,036,597.54 RENEE eee reer Bele 


400.00 
9,843,213.66 
18,045.25 
1,596,627.80 
94,120.67 
1,044,466.67 
2,948.94 
18,803.63 
169,650.28 
248,367.32 
92,757.92 


LIABILITIES 
Pe TS Si ciedaene ss cee deeds enien . . .$10,882,600,00 
PUREE DUNE cc ccccsvccecesssccececes 411,883.99 
Pe CD sd caceciccecdistentesésencer 46,881.08 
Policyholders’ Dividends ................... 557,810.16 
BONO UD BOP TOs cc ccccccekeccveccascicsoeres 37,750.00 
PE ED ach ccncccccccnnwesaesacasesaveceie 301,868.03 
ee GRE Be vicccccecccssecsuccecs 71,429.25 
ee OD Pn 0 60K cicorcecacconacacce 726,375.03 


sbbdevedenseseessecdsaeesene $13,036,597.54 
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N January 1, 1927 
“The Franklin” 
began to issue Juvenile 


Policies. They are 





Endowment and Lim- 
ited Pay policies on 
lives of one full year 
and less than ten full 
years, and provide for 
graded benefits at lev- 
el premiums. “Payor 
Insurance” provides 
that premiums will 
not be required if the 
“Applicant” (parent 
or guardian) who 
pays the premiums 


becomes totally dis- 


abled or dies. 






























































NATIONAL ASSOCIATION 
RAPS GROUP PRACTICE 





Editorial in Organization Publica- 
tion Takes Issue with 
Companies 


NULLIFIES REBATE LAWS 





Says Question Is Vital, As It Strikes 
at Functioning of Agency 
System 





In an editorial entitled “Shall the 
Rebate Laws Go?” in the current issue 
of “Life Association News,” the publi- 
cation of the National Association of 
Life Underwriters, issue is taken with 
the recent action of returning commis- 
sion on large group policies, notably in 
the General Motors case. The editorial, 
which classes such practice as the viola- 
tion of the rebate laws, is as follows: 


Shall Rebate Laws Go? 


“No one can afford to ignore the ten- 
dency to lessen the observance of laws 
of all kinds. The violation of life in- 
surance laws must be expected to be 
no exception to this tendency. Eternal 
vigilance is the price of law observance 
as well as of liberty. The passage of 
law is but the first step; and the ten- 
dency to violate such laws as it suits 
one’s interest to do will always exist 
but for the constant vigilance of those 
interested in law observance. We will 
always need policemen and courts and 
even jails. 

“A few years ago an unusual situa- 
tion arose and many well-known com- 
panies saw no harm in proposing to 
insure whole college classes either at a 
special rate or free of commission, as 
in the Princeton University case; the 
commission to be practically handed 
back to the college for whose benefit 
the insurance was taken. 

“Recently, some companies even seri- 
ously considered the proposal to make 
a low rate on insurance of a great cor- 
poration to be written ‘without the in- 
termediary of agents.’ Fortunately, the 
courage and vision of other company 
executives rejected this insidious pro- 
posal to consider the underwriter as 
rendering no service 


Action Is Called Rebate 


“Still later, the General Motors Com- 
pany has taken group insurance on 
100,000 of its members, frankly and 
openly written by one of the great com- 
panies and the commission practically 
handed back to the insured. It is a 
notable case because of the very size of 
the transaction and the fact that it is 
with the largest life insurance company 
in the world. The situation is made 
worse, not better, by the fact that, it is 
stated, other companies offered to do 
the same thing, and that the New York 
insurance department sanctioned it. 
That the department has ruled that it 
cannot be done again is significant. Is 
it not a real admission that the first per- 
mission was wrong? It would be inter- 
esting to know whether a court decision 
would not really declare it a violation 
of law. The companies which refused to 
do so deserve great credit. 

“We can camouflage this transaction 
by any words we please, but if this is 
not in effect a rebate what is it? 

“But just as the best men make mis- 
takes, so even the greatest and finest 
corporations sometimes act unwisely; 
and any mistakes they make are all the 
more conspicuous because of the high 
standing and the prominence of the com- 
panies and the very size of the transac- 
tions. 

“There are two theories given by 


which such insurance may be written 
free of commission: First, on account 
of the size of the transaction; second, 
because the insurance was placed direct. 
Do either of these theories stand 
analysis? 

“First, the size of the transaction. li 
the principle be established that if a 
transaction is large enough, the com- 
mission may be handed back to the 
insured, irrespective of any violation of 
rebate laws, where shall the line be 
drawn? Shall it be when a man buys 
$100,000,000 of group insurance or 
$1,000,000 of personal insurance’ Ii so, 
why should not some company or 
agency consider a policy for $100,000 as 
sufficiently large or some underwriter in 
a small town a policy for $10,000? Is 
it not, in effect, the grading of commis- 
sion according to the size of the policy? 
If so, the proposal may then be seri- 
ously made that up to a certain amount 
commission be paid, and, over that, the 
commission be handed back to the in- 
sured. This is certainly a violation of 
all principles of insurance. Shall we 
make lower premiums rates tor large 
policies? 

Size No Justification 


“There is about the same examination 
required and overhead expenses involved 
for a policy for $500,000 as for a policy 
of $1,000. If this should apply to the 
commission of agents, why not have it 
apply all the way down the line? Asa 
matter of fact, there is no class of insur- 
ance where this excuse can be made 
with less justice than on group insur- 
ance, on which, in all companies, the 
commissions are graded down according 
to the size of the group. Over a cer- 
tain amount of premiums, the commis- 
sion paid is but nominal. As a matter 
of fact, on such a group as that of the 
General Motors Company, it is doubtiul 
whether the gross commission on the 
whole transaction would have amounted 
to much more than 2 percent. There- 
fore, the excuse that it was right or 
necessary in a case of this size to save 
the commission and hand it back to the 
insured has less justice than on any other 
kind of insurance. 


Questions Agency System 


“Second, because the insurance was 
nlaced direct. If this is to be the case, 
are we to abandon the agency system 
in cases where the applicant is shrewd 
enough or intelligent enough about such 
matters as to apply direct to the insur- 
ance company? How can companies, 
then, differentiate between a case really 
worked up by an underwriter but where 
the prospect applies to the agent's com- 
pany or some other company for the 
insurance, already planned by the agent 
but where the final transaction is effected 
directly with the company? The under- 
writer, hereby, loses the benefit of all 
his work by the applicant’s being shrewd 
enough when all the work is done to 
take his completed plan and get the 
company to issue it direct. Those of us 
who remember the old rebate days can 
remember many such cases. An under- 
writer worked hard to get a reluctant 
man to insure; he proposed the plan 
and did everything but write the appli- 
cation. Then, the applicant could go 
to the office of that company or some 
other company, often claim he was not, 
or suppress the fact that he had been, 
solicited, insure with the general agent 
and get the commission rebated. 

“If it is right to do this thing direct 
with the company, why should it not be 
right if it is done directly with the local 
office? Where are we to draw the line? 
Is the agency system to be abolished? 
Shall we go back to the British svstem 
under which when a man wants a pol- 
icy his solicitor or his head clerk, butler, 
factor or agent places the insurance and 
gets the commission? 


Underwriting Is Profession 


“Underlying this whole question lies 
an inability to see that life underwriting 
should be a profession, that the commis¢ 
sion is not a graft, that it is not a gift, 
but is or should be a compensation for 





kservices rendered; that now, more than 
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ever in the history of life insurance, is 
being rendered by underwriters compe- 
tent and trained to do so, often by a 
lifetime of experience. The theory that 
in insuring a college class, a group or a 
person for a large amount no service is 
rendered and that the commission is sort 
of an extra or unnecessary tax that the 
applicant pays and of which he should 
be relieved, ignores the fact that the 
underwriter should give and generally 
does give not only present but perma- 
nent service. To treat the commission 
as simply a cut in price that might be 
saved is ignoring this whole proper atti- 
tude toward commissions. 


New Condition Seen 


“And the desire and the ability, the 
training and the experience of the life 
underwriter and the belief that he should 
render a present and permanent service, 
not only in writing the one policy but 
in looking after it, and any other insur- 
ance carried in his or any other com- 
pany, was never as strong as it is today. 
The und a agg ved of today works in the 
cause of life insurance as never before. 
He Re eon te the keeping of policies in 
his own and any good company, even 
those in which he has no interest: he 
urges government insurance. He refuses 
to write policies against the insured’s 
interest or to twist nolicies. He is con- 
stantly rendering services for which he 
receives no compensation. It is surely 
the constant and earnest policy of the 
life underwriters associations all over 
the country to promote this standard by 
advocating high ideals and training as 
well as intelligent selection. 

Business Needs Underwriters 


“Insurance with its multiplying forms, 


and uses; with its relation to business, 
taxation, trust company practice, estate 
administration, bequests, welfare, cor- 


poration policies, was never more com- 
plex and never so needed the advice of 
the intelligent, trained underwriter, and 
such are responding to the call of the 
times. Wise counsel and the benefit of 
long experience should be given and, if 
not so given by a field man, either is 
not received at all or must be given by 
a salaried official of the company. li 
not given at all, as has proved to be 
the case in many college insurance and 
other cases, a very poorly constructed 
or poorly carried out life insurance pro- 
gram results. 

“If the counsel and guidance is fur- 
nished by a company officer, it simply 
means that the compensation is paid for 
by the company in an additional salary 
instead of being paid by wav of com- 
mission to an underwriter. This, then, 
is false economics because. as a matter 
of fact, the service is furnished and paid 
for and then the commission is handed 
back besides. What is the distinction 
between paying a salaried officer or a 
commissioned agent? Does any one pre- 
tend no service was rendered in the 
General Motors case? 

“Tf, therefore, in large cases—and who 
shall define what are large?—because 
the applicant chooses to deal directly 
with the home office or the local office, 
the commission which should be com- 
pensation for service really rendered is 


to be handed to the insured, whv not 
stop talking about making life insur- 
ance a profession or even an honorable 
vocation? 
Satisfaction Is Seen 
“Would we ever think of getting ad- 


vice from a lawver and consider that the 
fee paid him was a graft and that it 
could be handed to anybody he selected? 
Would one accept plans for a building 
from an architect with the agreement 
that the architect's fee should be paid 
to any outsider or not paid at all? Is 
life insurance merely barter, or is it 
really a profession? As a matter of fact 
was the general public ever so well sat- 
ished with the service of the under- 
writer and ever so little disposed to 
criticize his compensation? 

“It took 25 years to get the rebate 
laws put upon the statute books of all 


states and to have them generally ob- 
served. Those who remember the trials 
of 1905 remember that their disregard 





ADAMS SAYS SPIRIT OF 
ALTRUISM STILL LIVES 


CITES INSURANCE RESERVES 
General Counsel of American Life Con- 
vention Is Speaker at Northern 
States Life Meeting 


Claris Adams, general counsel for the 
American Life Convention, was _ the 
speaker before the annual meeting of 


the stockholders and officers of the 
Northern States Life of Hammond, Ind., 
last week. The meeting, which was the 
first gathering in the new home office 
building of the company in Hammond, 
was for the annual banquet and election, 
the officers being re-elected. 

Mr. Adams in his address paid a trib- 
ute to the development of the life insur- 
ance business, saying that it was a strik- 
ing demonstration of the altruistic spirit 
which has in no way deteriorated in this 
country. He said that when the people 
of one country put over $12,000,000,000 
aside in one generation for the welfare 
of the next generation, the spirit of al- 
truism is not entirely lost. Mr. Adams 
also took occasion to comment on the 
treatment of life insurance by the courts, 
saying that life insurance counsel might 
do well to devote less time to complaining 
of questionable decisions and more time 
iri developing the business. He said 
that the decisions of the past which had 
seemed inequitable and unjust at the 
time have since been found to be in part 
responsible for the development of the 
business. He said that there was much 
trickery in the early days of the busi- 
ness and that it was necessary for the 
court to aid the companies in guiding 
their business to a sounder basis. 

In his annual report, Dr. H. E. Shar- 
rer, president of the company, said that 
the Northern States Life has increased 
its assets to $3,614,023 and the insur- 
ance in force to $35,000,000. 


cost many executives of companies not 
only their official positions but their for- 
tunes and, in some cases, even their 
lives. The one-price idea, whether for 
railroad fares, for goods in general or 
ior insurance, has come to stay. 

Rebate Laws Vital 


“It is largely through the efforts of 
the life underwriters that the rebate 
laws were placed upon the books, were 
approved by court decisions in cases 
brought by life underwriters, were up- 
held by sentiment, encouraged by under- 
writers associations and reinforced by 
supplementary laws necessary to make 
them effective. Let us not be timid in 
wisely but firmly taking our stand 
against this most insidious attack not 
only upon the rebate laws but upon the 
whole profession of life underwriting. 

“When these laws were first passed 
back in the °'80’s, it could not be said 
perhaps that life underwriting was a 
profession. If these laws were justified 
then, they are still more justified now. 
Underwriters should in wise but in no 
uncertain terms, stem this insidious ten- 


dency, which is tending to undermine 
the whole ethical concept of the under- 
writer's duty and his right to a fair 


compensation for its performance.’ 








Program Committee Is Named 


H. M. Woollen, president of the 
American Life Convention, has an- 
nounced the program committee for the 
an mual meeting of the convention to be 
held in Dallas, Oct. 26-28. The commit- 
tee is composed of T. W. Blackburn, 
counsel of the American Life 
Harry L. Seay, president 
Dallas; Claris Adams, 
general counsel of the 
American Life Convention, and Presi- 
dent Woollen. President Woollen is 
hopeful of making the Dallas meeting 
the most interesting and successful yet 
held by the American Life Convention. 
A record attendance is anticipated 


associate 
Convention: 
Southland Life, 
secretary and 








Indiana 


The Springfield Life Insurance Company is now 
changing its method of operation in Indiana. For 
the Live, Wide-Awake Producer there is an oppor- 
tunity to get in on the GROUND FLOOR and 
secure a REAL GENERAL AGENCY contract di- 
rect with the Home Office. 


Openings Are Now Available At: 


South Bend Terre Haute 
Logansport Richmond 
Kokomo Vincennes 
Muncie New Albany 


Anderson 
Indianapolis 
Columbus 
Evansville 


Gary 

Fort Wayne 
Lafayette 
Marion 


Already a portion of the desirable territory has been 
assigned. Other assignments are pending. Prompt 
action will secure a LIFE LONG CONTRACT with 
Liberal First Year Commissions and NON-FOR- 
FEITABLE RENEWALS 


Our PROSPECT BUREAU is placing in the hands 
of our Agents BONA-FIDE INTERESTED PROS- 
PECTS. We are taking our FIELD MEN out of 
the class of “Sidewalk Merchants,” “Peddlers,” 
“Solicitors” and “Canvassers.” 


Our “PREFERRED ORDINARY LIFE” Policy 
meets all competition. The Net Cost is Exceedingly 
Low. 


Our New “OPTIONAL LIFE INCOME AND EN- 
DOW MENT” Policy has met with instant‘approval. 
The Large Annual Dividends paid by the Company 
makes the net cost on all plans competitive. 


Serve and Succeed With 
the Springfield 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


A. L. HEREFORD, President 


SPRINGFIELD, ILLINOIS 


C. HUBERT ANDERSON 
Superintendent of Agencies 
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PAN-AMERICAN 


LIFE INSURANCE COMPANY 
NEW ORLEANS, U.S. A. 


E. G. SIMMONS 
Vice-Pres. & Gen. Moar. 


CRAWFORD H. ELLIS 


President 


FINANCIAL STATEMENT, DECEMBER 31, 1926 
ASSETS 

349,301.03 

9,645,036.88 

3,836,037.56 

2,709,583.18 

423,382.94 | 


ch i a a 
Polity Loams and Liens............000025.. 
TOE Eee oe 


Cash in Office and Banks ................... 242,7 
304,387.07 
Net Uncollected and Deferred Premiums..... 549,406.93 
Due from other Companies for Death Claims 

on Reinsured Policies ....... 


Miscellaneous Assets ............ aaa ee 


39,949.00 


eee e eee eeae 





Legal Reserve ........ cc aaeeneeets aaat .$ 15,758,327.92 | 


None | 
172,464.07 


Death Claims Due and Unpaid iesnenas sbirige 
Death Claims Reported; Proofs Not Received. 


70.82 | 


93,390.22 | 


.$ 18,193,245.63 


| METROPOLITAN GROUP | 
| DIVISION CONVENTION 
| Conditions Favor Great Year for 
the Branch in 

1927 


CAPITALISTS AT BANQUET 


Outstanding Leaders in Business World 
Are Among the Company’s Guests 
at Great Gathering 





NEW YORK, Feb. 2.—The 
division of the Metropolitan Life took 


group 


a very prominent part in the company’s 
|agency convention held here last week. 
|On the two days preceding the open- 
ing of the general convention group 
representatives held a series of confer- 
fences and meetings, concluding with 
|a great banquet attended by more than 
representatives and ex- 
Fiske was 


| 400 company 
ecutives. President Haley 
toastmaster, 

Notables Are Present 


There were more than 100 guests, 
most of them group policyholders in 
the Metropolitan and numbered among 
|them were such nationally known fig- 
ures in industrial, commercial and 
| financial circles as Charles M. Schwab, 
Bethlehem Steel Corporation; Bernard 
| F. Gimbel, Gimbel Brothers; Robert 
L. Clarkson, Chase National Bank; L. 
| B. Allen, Chesapeake & Ohio Railway; 
Clarence Dillon, Dillon, Read & Co.; 

D. Griffin, Singer Manufacturing 
|Company; A. C. Hoyt, Johns-Man- 
ville; W. Alton Jones, H. L. Doherty 
Company; Harrold S. Kennedy, National 
| City Bank; Truman S. Morgan, F. W. 
Dodge Corp.; Hugh Neill, Southern 
| Pacific Railway; Stanley Rand, Kardex 
| Rand Somonss; President A, Duncan 
| Reid, Globe Indemnity; Edward Reyn- 
{olds, Postal Telegraph; E. R. Stettinius, 


=q |General Motors; J. G. Walker, New 

Reserved for Taxes ...... i ccih ad ah aities tac ice ke 85,038.58 | york Central Lines; J. J. Walker, 

- " ° | American Bridge Company; Herbert 
Bills, Accounts, Medical and Inspection Fees | Bayard Swope, “New York World.” 

ree re ee 8,150.68 | No Charity Involved 

ie boas Saeeue nee be: 2,441.38 | | The speakers at the banquet were 

P | Vice-President Frederick H. Ecker, M. 

Premiums Paid in Advance................. 6,000.00 | H. Aylesworth, president of the Na- 

os tional Broadcasting Company; E. M. 

Interest Paid in Advance................... 72,166.88 | Herr, president oi the Westinghouse 

Ss | Electric Company, and G. G. Barber, 

59,282.09 | chairman of the Continental Baking 


Reinsurance Companies’ Reserve Account. 
Miscellaneous Liabilities ................... 
Surplus Apportioned for Contingencies....... 
Surplus for Protection of Policvholders Over 
0 Ee ers eee 


9,687.96 





$ 18,193,245.63 | 


| SERRE EE EE CTE TP CC ETT Ee .  1,000,000.00 


Insurance Outstanding (Paid for Basis)..... 155,592,638.00 
i i Ob caeckaeegaese sete 18,193,245.63 
Ee ab Gn sae Chbmea eke Gee awe 15,758,327.92 
Assets in Excess of Liabilities for Protection 

Pe IN os ccdsoucndevecdenseucs 1,892,684.03 
Total Paid to Policyholders and Beneficiaries 

Ne eS iia TU ak eee e aend:s 11,334,787.32 





—_—_—_—__—_ 
Ne | 


127,002.04 | 


1,892,684.03 | 


Corporation. President Herr related 
how the 40,000 to 50,000 employes of 
his company had been taught thrift by 
group insurance, which had also re- 
duced labor turnover by creating bet- 
iter and closer relations between the 
company and its men. Mr. Barber 
made an eloquent plea for the estab- 
lishment of sound pension schemes on 
an actuarial basis. A sound plan for 
pensioning old employes is not a mat- 
ter of charity, he said, but of good 
business. It is the cheapest and most 
efficient as well as most humane 
method by which an employer can re- 
move human machinery, so to speak, that 
has been worn out in his service. He can 
not turn his old employes out on the 
street. If he must provide for them 
in some way, he might as well do it 
along scientific lines. 


Offer New Group Service 


President Fiske took the occasion to 
announce that the company will try the 
experiment of allowing its group rep- 
resentatives in New York City, Chi- 
cago and Boston to offer employes the 
services of the Life Extension Insti 
tute in conjunction with group insur- 
ance. The cost of $5 per year per em 
plove will be borne either by the em 
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ployers or jointly by them and their 
employes. 

Throughout the general convention 
that followed, trequent ‘mention was 
made of the accomplishments of the 
company’s group division, which last 
year placed $606,000,000 or 31 percent 
of all group written last year. Tota! 
group in torce in the company now 
amounts to almost $1,445,000,000, cover- 
ing some 967,000 lives. Sut notwith- 
standing these figures, Presdient Fiske 
declared that divisional sales managers 
were complaining of the work of man- 
agers on group business, a great deal o 
which had to be solicited and sold mort 
or less from the home office becaus« 
agents neglected it 

Sees Great Oppeortanity 


“Don't be afraid to tackle grow 
business,” said President Fiske, “and 
don’t be frightened to walk into the 
office of a capitalist to talk to him about 
it. Remember that when our industria! 
agents first began to sell ordinary they 
had the same kind of fears and now 
look at our ordinary production. The 
group division offers insurance plans tc 
meet every industrial need, life, acci- 
dent, old age and thrift. The grou 
division through its service department 
is rendering intelligent and_ efficient 
service to industry along all sorts of? 
lines. It is being asked for and is giv- 
ing advice on all things from how t 
reduce labor turnover to the problen 
of how to teach employes to write better 
letters; from how to run mutual benefit 
societies or establish first-aid corps t 
the probable results of a national ad- 
vertising campaign. Fear and ignorance 
have prevented group insurance fron 
growing as fast as it should. Any man- 
ager or agent can grow wealthy, posi- 
tively wealthy, |] tell you, by writing 
group insurance alone.” 

Should Have Come Last 


Much the same line of thought aj 
peared in Vice-President Kavanagh's 
remarks. He said it would have beer 
much better if group had come last in- 
stead of first among’ wholesaling 
schemes. Then the agent might have 
progressed step by step. He would 
first have sold salary allotment insur- 
ance to employers having five or mort 
employes. Next he would have sold 
wholesale insurance to employers with 
ten employes or more, then group acci- 
dent and health to those having moré 
than 25, and finally group insurance t 
those larger concerns with 50 or more 
men. Such a step-by-step development 
would not only have given agents a 
thorough knowledge of every kind of 
wholesale insurance but would never 
have aroused their fears about approach- 
ing the mahogany desk of large employ- 
ers. 

Stimulate New Business 


In conclusion Vice-President Kava- 
nagh said that he knew all managers 
and agents would be_ stimulated t 
greater efforts by President Fiske’s an- 
nouncement that in the future every 
$4,000 of group will count as $1,000 of 
ordinary in agents’ records and stand- 
ing. This, united with the fact that the 
company now has 24 ‘group centers 
placed = strategically throughout _ the 
country, led him to expect such a ban- 
ner record in 1927 as would have been 
considered absolutely impossible even a 
few vears ago 


Benson Heads Western Protective 

F. A. Benson has been elected presi- 
dent of the Western Protective Life of 
K; ansas City to succeed J. M. MacPhe 
son, who died recently. Mr. Benson has 
been with the company for two years 
and a half, serving as secretary-treas- 
urer With Mr. Benson’s electio 
president a complete Suanemenination ot 
the executive pe rsonell of the compat! 
has been made The other officers ar 
James S. Summers. Ernest H. Wrig 
Charles Edwards, vice-presidents; W. Q 
Church, treasurer: R. P. Magovern, s 


retarv. Two members have been added 
to the board of directors, Art} 
Brunner, and Newton L. Wvylder 
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FEDERAL LIFE AGENT 
HAVE ANNUAL ROUNDUP 








Life Insurance in Force Has Now 
Reached the $82,000,000 
Point 


TALK BY R. W. STEVENS 


Ben Thorp, Texas State Manager, Gave 
Some Practical Suggestions to the 
Field Men 


\ver 100 agents were present at the 
onual meeting of the Federal Life Club 
nd the Inner Circle, organizations of 
1e Federal Life's best producers, in 
hicago last week. On account of 
"resident Isaac Miller Hamilton's ill- 
ess, Vice-President George Barmore 
resided. He announced that the next 
weeting will be held at the Edgewater 
sulf hotel at Biloxi, Miss., in January, 
928. L. D. Cavanaugh, vice-president 
nd actuary, announced that the insur- 
ince in force had reached $82,000,000 
nd the company is aiming to go over 
1e $100,000,000 mark by the end of this 
ear. Quotas for 1927 were pledged by 
he various managers amonuting to $32,- 
OO O00, 


Group Life Policy Discussed 


n speaking of the group life policy 
ich the Federal Life has recently 
dded, Mr. Cavanaugh said he thought 
it special men were needed to sell it, 
he did not urge the regular agents to 
uush it. It is available if they want it. 
Mr. Cavanaugh explained the policy and 
said that 75 percent was the minimum 
umber of the employes that must join. 
ile announced that the Kansas City 
olice department has taken a $1,800,000 
icy for its 800 men. 


R. W. Stevens Spoke 


Where you begin in the life insur- 
ice field is where vou should stay,” is 
he advice of R. W. Stevens, president 

the Illinois Life, who spoke at the 
“ederal Life meeting. Mr. Stevens was 
ery critical of disability benefits which 
1ave been incorporated in life policies. 
fe said that it was a great mistake for 
he life companies to incorporate this 
ause in their contracts as it will hold 
vaack growth. He said that double in- 
lemnity is all right but the disability 
lause is causing trouble. In labeling 
rice cutting as an injurious practice 
\ir. Stevens said that a salesman de- 
lops a prospect, gets him in a recep- 
tive mood and then some price peddler 
mes along and cuts the price. He 
ilso attacked the practice of the mutual 
ompanies in paying the agents com- 
mission on the gross premium and then 
saving the taxes on the actual cash paid. 

Price Does Not Create Desire 

Price doesn’t create the desire,” said 

Illinois Life president, “and the agent 
should remember that. The agents in 
the field are responsible for the agitation 
tor lower rates and not the policyhold- 
rs.” Mr. Stevens pointed out the great 
dvantage of working for a medium 
ized organization. In such, officials and 
gents have an opportunity to be on 
riendly terms. A large organization, 
according to Mr. Stevens, is hindered 
vy the lack of contact between the offi- 
rs and the men in the field and the 


failure of officers to know field condi- 


ns. Since the men in the feld make 
company, it is very important that 
home office should cooperate and 
lize that the field men's success is 


their success. “It is worth while,” con- 


luded Mr. Stevens, “to be with a com- 
inv whose officials feel that way to- 
rds the agents.” 
General Counsel Eckert’s Talk 
James Stevens, vice-president of the 
vis Life extended his greetings. He 
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complimented the Federal Life on its 
success as an organization. Walter W. 
Eckert, general counsel for the Federal 
Life said that although he did not come 
in contact with the producers very much 
he observed their work. He stressed 
the importance of starting with a man 
little and growing with him. Write his 
first $1,000 policy and then get him to 
add to it as he can afford it. “To do 
this,” said Mr. Eckert, “you have to be 
honest and represent your policy clearly. 
You also have to go out and get the 
increases,” said Mr. Eckert “as the pol- 
icyholder won't come to you.” 


Ben Thorp’s Address 


“What the Prospect Expects From 
the Agent” was the topic of a very im- 
pressive speech by Ben Thorp, Texas 
state manager. “In the first place,” said 
Mr. Thorp, “a prosvect demands intel- 
ligence on the part of an agent. The 
prospect expects the agent to know 
more about what he is trying to sell 
him than he does. Insurance compa- 
nies should not be competitive but crea- 
tive,” said the Texas manager. “We 
are all selling the institution of life in- 
surance, and the companies are merely 
channels for the institution, the insti- 
tution being greater than the compa- 
nies.” Mr. Thorp likened this to re- 
ligion. He said there are many faiths 
and different creeds, but all people ex- 
pect to go to heaven. Prospects expect 
the agent to come neatly dressed and 
in a manner that is pleasing. “Every 
man should be given individual atten- 
tion,” advised Mr. Thorp. Criticizing 
the method of gaining entrance to a 
man’s office by false pretenses, Mr. 
Thorp called this method, “coming in 
under an assumed name.” 


Certification of Agents 


Mr. Thorp commented on the agita- 
tion by the National Association of Life 
Underwriters for certification of agents 
A great many men impose upon the 
public knowing nothing about insurance 
“You should be advisors.” stated Mr 
Thorp. “Make the prospect understand 
what you are talking about or he is 
going to dismiss you. He will go to a 
man who can talk to him in an intelli 
gent manner.” The agent should tell 
the prospect what protection the pol 
icy gives, said Mr. Thorp, the sin of 
ommission is an imposition on his intel- 
ligence. When the prospect finds out 
that the agent has been imposing on 
his ignorance he will resent it greatly 
Mr. Thorp said that an arent should 
work along the lines of least resistance 
in selling. He sited an incident’ of 
wealthy man in Austin, Tex., who has 
had been approached by many men. He 
himself had lost out and then along 
came a new man in the business who 
sold a good policy to the prospect in 
30 minutes. This new agent had found 
in some manner, that the man had an 
invalid, imbecile child he wanted to 
protect in case of his death. This agent 
explained how he could give that pro 
tection by the income policy. The pros- 
pect bought a policy in 10 or 15 min- 
utes after it had been presented 


Should Know the Business 


Mr. Thorp pleaded with the agents 
not to send out men until thev know 
something about life insurance. “Don't 
send an agent,” said Mr. Thorp, “who 
knows nothing more about the policy 
than the amount of commission he is 
going to get.” He said that there are 
more men making over $10,000 a vear 
in the production end of life insurance 
than in any other line of business. He 
also added that men selling both lines 
of insurance, that is, accident and health 
and life, make 20 percent more. Above 
everything else, the speaker pointed out, 
the prospect expects an agent to live 
in the community in a respectable man- 
ner. He expects him to be progressive 
and take an interest in civic affairs. 
“Be loval to vour chamber of commerce 
and take an interest in progressive pub- 
lic affairs.” he declared 

S. J. Del Monty of San Antonio 
warned the agents not to sell to the 





prospect in a doubtful way but to tell 











An Acid Test 


which will eliminate “suspects” and 
leave only prospects has long been 
the dream of the experienced life 
insurance salesman. 


THERE IS A WAY 


to separate good leads from bad— 
surely, quickly, and _ scientifically. 
American Central fieldmen have 
at their disposal all the advantages 
of a method of accurate prospect 
analysis which saves time, effort, 
and money. Guesswork and lost 
motion in canvassing are definitely 
eliminated. And this invaluable aid 
is just one of a series of consecutive 
steps carrying the fieldman smooth- 
ly and inevitably from mere leads 
to sound sales. 


BLUNDERBUSSES 


have been relegated to the discard 
by rifle fire. Through the Prospect 
Survey of the American Central, 
life insurance salesmen enjoy a 
standard of quality production that 
is a result of precise selection plus 
unique sales service from the Home 


Office. 


AMERICA 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 
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The BANKERS RESERVE 


LIFE COMPANY 


HOME OFFICE: OMAHA, NEBRASKA 


Rosert L. Rosrson, President a y 
Watrter G. Preston, Vice-President James R. Farney, Vice-President 
Ray C. Wacner, Sec’y and Treas. 








FINANCIAL STATEMENT, DEC. 31, 1926 


RESOURCES 

State, County, Municipal and 

School Bonds ...... sade .$11,282,290.00 
First Mortgages on Real Estate. 1,326,370.18 
Loans to Policy Holders........ 3,565,339.98 
Real Estate ........... ieeees 793,216.24 
Renewal Premium Notes....... 192,056.67 
eee Oe TED occccsevccvceces 384,422.09 


Accrued Interest on Securities. . 144,994.45 


Premiums in Process of Collec- 








GEE eececesess udeegeewe inoue 150,096.08 
BEE cucwscscnece : .$17,838,785.69 
LIABILITIES 
Net Legal Reserve....... sc ciel $14,914,137.00 
Dividends Left with Company. . 555,902.21 
Death Claims Reported, no 
PEOOES 2... ceccceee eeeusseee 49,192.25 
Unearned Interest, Premiums 
paid in advance and other 
BE iccacnacesness peeenees . 395,501.04 
Capital Stock Paid Up......... 100,000.00 
Policy Dividends Calculated for 
GE sa 6S as cstactoiseessen re 668,424.35 
Unassigned Surplus ........... 1,155,628.84 
OE dic incnndonessanenan $17,838,785.69 











BIGGER -BETTER-STRONGER 








Insurance in Force ........... $110,350,000.00 
New Business Issued in 1926.. 26,350,000.00 
Increased Assets in 1926....... 1,256,558.63 
Paid Policyholders and Benefi- 

Ghadine te BOGS occ ccccccccces 1,908,657.46 











A Solid, Conservative Company 








If You Have Knocked the “T” Out of “Can't” 
You a liberal first year commission. 


WE CAN 
2. An unexcelled renewal commission. 
GIVE {3. Your beneficiary a renewal pension. 


™“ [A FAYETTE LIFE 








LA FAYETTE, INDIANA 
Do your fellow agent a good turn—get him ac- 
quainted with The National Underwriter, the real 
insurance newspaper. 











him what he is actually getting. “Be 
honest to goodness men and be a help 
to the prospect,” said Mr. Del Mouly. 
E. R. Fisk, Omaha, pointed out that 
the prospect expects the agents to do 
something unusual. If the agent is easy 
to put off, the prospect will put him off. 
“Be insistent in getting interviews. 
Don’t be satisfied until you get in and 
see the man. If you are _ insistent 
enough you will get him.” E. C. Bud- 
long, vice-president, called the attention 
of the agents to the importance of re- 
peating the strong points of the policy 
several times in the sales talk. Stat- 
ing that success is 1 percen inspira- 
tion and 99 percent perspiration. 


R. F. Pope’s Advice 


R. F. Pope, prize winning producer 
from Michigan, said that there was no 
substitute for work. “Don’t antagonize 
your prospect,” warned Mr. Pope. The 
mission of an agent is to make the pros- 
pect understand insurance. “Don’t run 
down his policy or companies, if you 
talk about his other policies,” added 
Mr. Pope, “it advertises them. Talk 
about your own instead.” Mr. Pope 
said that agents should subscribe to and 
study insurance magazines, so that they 
can get to know the stuff. An agent 
should make prospects want insurance. 
If they want it bad enough they wil! 
buy. “Get your prospect to buy insur- 
ance, don’t sell him. When you client 
buys insurance, you can stand up and 
say that you are a real salesman and 
that you represent a real company,” 
concluded Mr. Pope. 


Believes in System 


“The average salesman hates details 
but details are necessary for success,” 
stated R. A. Ridgway of Missouri. 
“Most salesmen,” said Mr. Ridgway. 
“are afraid that it will take more time 
and trouble than it is worth, but just 
as an architect plans a house, we must 
plan our system of selling.” He cited 
a young man in Kansas City who is 
successful not because of his ability to 
sell, but because of his system. He 
prepares his data in the evening and 
when he starts in the morning he 
knows just what calls to make. He 
always keeps 10 names on the list of 
prospects to call on. When he gets 
a new prospect he makes three cards, 
one an alphabetical card, another a 
birthday card, and third a change of 
age card. The systematic agent sends 
every policyholder a birthday card and 
he calls on every man at the change of 
age. He keeps copies of the policies 
issued so that he knows exactly what 
insurance a man carries. “This agent 
is never in the office after 9 a. m. and 
he always has more calls scheduled in 
a day than he can make,” concluded 
Mr. Ridgway. 

Officers Are Elected 


The Federal Life organizations elected 
the following officers for the vear 1927: 
L. J. Leahy of Chicago, president, Fed- 
eral Life Club; W. C. Hardgrove, Alma, 
Mich., first vice-president; and G. D. 
Lloyd, Abilene, Texas, second vice- 
president. The Inner Circle officers se- 
lected were R. R. Robertson, Topeka, 
Kans., president; W. E. Yessler. Cedar 
Rapids, Ia., first vice-president: and 
Jl. W. Manasek, Omaha, Nebr., second 
vice-president. 

On Thursday evening a dinner was 
given for the members and home office 
employes. Entertainment was furnished 
by some of the employes of the home 
office. Miss Aimee Blomberg, accom- 
panied by Miss Ailene Byrnes, sang 
some present day songs. Miss Eleanor 
Strauss did some very clever eccentric 
dancing, and Miss Mollie Fields sang, 
accompanied by Miss Dot Hyman at the 
piano. 

Prizes Were Awarded 

The winners of the cash prizes were: 
Alfred Schulein of Missouri, special 
grand first prize, $300; R. S. Pope of 
Michigan, special grand second prize, 
a junior prizes, life department, won 

» E. W. Curtis of Texas, T. J. Wood, 
aay and Ben Thorp of Texas; 
grand cash prizes in commercial, acci- 
dent and health departments, by H. H 





Thomas, Illinois; R. S. Pope, Michigan; 

D. Thomas, Ohio, and W. W. Rice, 
flilinois. Grand cash prizes for the 
monthly premium accident and health 
department, won by A. F. Kelley, Kan- 
sas; H. H. Hathaway, Illinois, and R. G. 
Schuster, Illinois. 

Premium Minners 


Winners announced for the _ three 
grand prizes offered for production in 
new premiums for the last five months 
in 1926 were R. A. Ridgway, Kansas 
City, Mo.; E. R. Fisk, Omaha; H. B. 
Letts, Mason City, Ia. Prize winners 
for the production of new premiums 
during the last five months of 1926 were, 

W. Curtis, Abilene, Tex.; H. C. 
McCann, Bay City, Mich.; R. S. Pope, 
Bay City, Mich.; Brace M. Stahl, De- 
troit; J. L. Wimbish, Orlando, Fla.; 
H. B. Letts, Mason City, Ia.; R. A. 
Ridgway, Kansas City, Mo.; R. R. 
Robertson of Topeka. 

Fit Accident Policy to Prospect 


The second day’s session was devoted 
entirely to accident and health insur- 
ance. All of the topics on the program 
for that day brought out an unusual 
lively discussion from the floor. The 
session was opened with an address by 
Vice-President E. C. Budlong, who re- 
viewed the policies issued by the com- 
pany and the coverage they ‘offer. The 
keynote of the session was sounded by 
R. E. Colling of the Michigan agency 
in a brief address on “Offering the 
Prospect Proper Accident and Health 
Coverage.” Mr. Colling declared that 
business not — properly is not 
going to stick. W. DeZell of Fort 
Dodge, Ia., led = discussion on this 
topic. 
Discussion of “Non-Can” 


The discussion of the non-cancellable 
policy excited especial interest, R. B. 
Oshier of San Francisco, who made 
the main address on that subject, being 
deluged with questions from the floor. 
Mr. Oshier brought out the desirable 
points of the noncancellable form, but 
said that it was not a policy to sell to 
small salaried men and that its real field 
was among the men of higher income. 
In comparing the coverage under the 
“noncan” policy with that given under 
the total and permanent disability clause 
of the life policy, he pointed out that 
the former provides hospital benefits 
and partial disability, which is not true 
of the life insurance contract. R. S. 
Pope of Bay City, Mich., led the dis- 
cussion. 

Brace M. Stahl of Detroit led the 
discussion on the company’s “ultimate” 
policy. : Hathaway of Chicago 
had charge of the discussion on monthly 
income policies, in the absence of W. 
G. Bagley of North Carolina, who was 
to have opened that subject, and H. B. 
Letts of lowa conducted the discussion 
on travel accident policies. 


Claim Matters Discussed 


At the afternoon session, A. W. 
Pettit, assistant general counsel and 
manager of the claim department, spoke 
on claim matters and the necessity for 
cooperation by the agent with-the claim 
department. His suggestions were sup- 
plemented by a talk given by Dr. J. 
B. Jack of Chicago, medical advisor of 
the claim department, and Warren Cal- 
lahan of the Chicago “Tribune.” 


In the absence of W. E. Brimstin, 
secretary of the company, on account 
of illness, his address on “Modern 


Policy Building” was read by Vice- 
President E. C. Budlong. Resolutions 
were adopted expressing the regret of 
agents of Mr. Brimstin’s inability to at- 
tend the meeting and their appreciation 
for all he had done for them and the 
company in his 27 years of service. 
The formal organization of the Inner 
Circle was also effected at the Friday 
afternoon session. L. J. Abbey of Sioux 
City, Ia., the retiring president, opened 
the session and then turned the gavel 
over to R. R. Robertson of Topeka, the 
new president. 
The address of Mrs. Gertrude G. 
Peaper on “The Educational Endow- 
(CONTINUED ON NEXT PAGE) 
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NEW GROUP INSURANCE 
RULES ARE AUTHORIZED 


Association Promulgates Regula- 
tions as to Maximum Amounts 
of Coverage 


CLASSIFICATION IS GIVEN 
Uniform Procedure Will Be Followed 


by the Companies Writing This 
Class of Business 





NEW ORK, 


Association 


Feb. 


announces 


2—The Group 
that a 
rule binding upon all its members has 
been adopted in regard to the maximum 


amount of insurance 


uniform 


to be written on 


individual lives under group contracts. 
On cooperative insurance the maximum 
is based, first, on the total amount of 
group when actually 


issued and, second, the amount of insur- 
ance on the lives of each of the 50 em- 
ployes insured for the largest amounts. 


insurance in the 


Maximum Amounts Given 


Ihe maximum amount in those cases 
where there are not 50 employes each 
insured ior at least $1,000 is as follows: 
Under $100,000, $1,500; between $100,000 
and $200,000, $2,000: between $200,000 
and $550,000, $3,000; between $350,000 
and $500,000, $4,000; between $500,000 
and $700,000, $5,000; between $700,000 
and $900,000, $6,000; between $900,000 
and $1,000,000, $7,000: between $1,- 
000,000 and $1,300,000, $8,000; between 
$1,300,000 and $1,500,000, $9,000: and 
over $1,500,000, $10,000. 


Classification Is Given 


If at least 50 employes are each in- 
sured for $1,000, the maximum amounts 
under the same classifications as above 
are $2,500, $3,000, $4,000, $5,000, $6,000, 


$7,000, $8,000, $9,000 and $10,000. If 
at least 50 employes are each insured 
for at least $2,000, the maximum in 


groups between $100,000 and $200,000 is 
$4,000, and then run up under the same 
classifications to $5,000, $5,000, $5,000, 
$6,000, $7,000, $8,000, $9,000 and $10,000. 
If at least 50 employes are each insured 
for at least $3,000, thee maximum in 
groups between $200,000 and $350,000 is 
$5,000, and run up _ $7,000, $10,000, 
$10,000, $10,000, $10,000, $10,000 and 
$10,000. 


Maximum Amount of Insurance 


The association also decided that 
where the employer is paying all the 
premiums on a contributory basis for a 
short period of time, the maximum 
amount of insurance shall be determined 
by the initial amount of insurance effec- 
tive and not by the amount effective 
after the employes have been sold. 

It also decided that no retroactive 
service or salary schedule shall be 
quoted which at the date of issue will 
give a larger amount of insurance to any 
individual than is in accordance with the 
maximum amount table. For employes’ 





HAVE ANNUAL ROUNDUP 


(CONT'D FROM PRECEDING PAGE) 
ment Policy,” which was scheduled for 
Thursday, was also given at Friday’s 
session. Mrs. Peaper was unable to be 
in attendance the first day as she de- 
sired to attend the graduation of her 
son from high school. She spoke of 
the possibilities on that form of policy, 
Stressing particularly the fact that the 
average man wants his children to have 
more advantages than he had and will 
make especial sacrifices to bring about 


insurance it is provided that the min- 
imum number of lives shall be 10, the 
minimum percentage on a cooperative 
basis 85 percent, and the minimum on 
any individual life $1,000. If the sched- 
ule begins at $1,000, the maximum on 
any life shall be $2,500: if at $2,000, 
$4,000; if at $3,000, $4,000; if at $4,000, 
$4,000; if at $4,500, $4,500; if at $5,000, 
$5,000. 


General Agents’ Conference 

The general agents’ conference of the 
Connecticut Mutual Life is being held 
this week at Biloxi, Miss. There were 
present from the home office President 
James Lee Loomis, Secretary Jacob H. 
Green, Secretary Harold N. Chandler, 
Agency Secretary H. H. Steiner, Sup- 
erintendent of Agencies H. M. Holder- 


ness, Assistant Treasurer Robert 
Fisher. Vice-President W. C. Hill of 
the Retail Credit addressed the as- | 
sembly. 


Girard Life’s Dividend 
The Girard Life has declared an an- 
nual disbursement of 8 percent payable 
Feb. 16. This is an increase over last 
year when the company paid 6 percent 
regular and 1 percent extra dividend in 
January, 1926. 
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Celebrate With Us 


Next June this Company will celebrate its 
Eightieth Anniversary with a great Convention 
in Philadelphia, to be attended by Field represen- 
tatives from all parts of the country. 


The PENN MUTUAL has places for capable, 
hard-working men and women who are devoted 
to the highest ideals of life insurance. Contracts 
are satisfactory, and the conditions and atmosphere 
of a Penn Mutual agency relationship are of the 
kind that creates enthusiasm and assures per- 
manency. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 























“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 


tio 


, 
} 
| buyer of “Easy Lessons in Life Insurance.”” a text and review book with quiz supplement 
National Underwriter Company, 1362 Insurance Exchange. Chicago 
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Our Agents Have 


Wider Field— 


An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 


of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago's Financial district. 
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The assets increased | inouvance in force a year ago was $66,- | 000. 








| 
sase, $7,051,822. ‘ ‘ . j 
LIFE COMPANIES SHOW | goaseases. The surplus is $49,448,390, | 399,683. It is making splendid gains 
increase, $4,052,350. It says as to the | every year. 
EXCELLENT RESULTS lapse ratio: Ohio State Life 


nd Duvesstte Lages Batic The Ohio State Life in its annual 


“The mere volume of new business in statement shows assets $8,194,511, cap- 
a single year placed upon the books of ital and surplus $1,073,892, insurance in 
any life insurance company is a delusive | force, $63,823,326. Its total payments 
measure of progress unless due consid-|to policyholders since organization 
eration is given to the character and |amounts to $5,230,767. It shows an 
quality of such new business, with par- | increase in premiums of $232,143, in 
ticular reference to its stability. The |assets $1,018,187, dividends $159,501. 
SPLENDID GAINS MADE | record of the persistency of the life of |It has increased its insurance in two 
its policies is a determining factor in | years $17,067,055. 
the measure of their value to any com- | Siiiet Wediiinin Bie 
pany. It is highly satisfactory to be 
able to record that the first year lapses 
in our company have averaged the very 
low rate of approximately 7'4 per cent | ) 
of the insurance paid for during the | business, $6,696,067; insurance in lorce, 
previous year, which is a contributing $28,639,576: accident and health pre- 


factor to the favorable growth in our | miums, $1,245,525; mortality ratio, $4.51 





Figures for the Year of Interest 
to Those in the 
Business 








The Great Northern Life shows as- 
sets $3,991,585, gain $354,478; capital, 
$250,000; net surplus, $222,009; new 


High Spots in the Annual Statements 
Reveal Progress and a Healthy 
Condition in Insurance 





The annual statement of the Penn 


| assets.” | percent. 
Mutual Life shows that the company | Federal Union Life 
. pe shame ‘at : Bankers Reserve Life 
delivered a total of $215,174,510 of in- | ed P a The Federal Union Life of Cincinnati 
The annual statement of the Bankers | pow. insurance in force, $25,242,873: 





surance in 1926, the greatest amount of 





new business in any one year of its his- Reserve Life = Omaha shows oe gain, $2,979,915; new business, $Y, 

T ss = in force, $110,350,000; new business, $26,- | 959. gain, $2,208,994; premiums $791.- 

tory. The company now has a total | 250,000; assets, $17,838,786; increase, | } 59° ny $82,834: total income, $938,- 

of $1,584,288,506 in force on 350,000 | $1,256,559. The capital is $100,000 and | g.,: ‘gain, $109,663: capital, $250,000: 

policyholders. The total assets of the | the unassigned surplus is $1,155,629. | nos surplus, $110,904; gain, $11,552; 
The Bankers Reserve Life therefore has | ..,. $2,618,055; gain, $356,941. 





as- 


company are $339,245,369, including a | passed the $100,000,000 mark of insur- 
contingency reserve Of $27,169,802. jance in force which gives it much Travelers 
Death claims in 1926 emeunted to $14,- | solidity and momentum. Its financial The detailed statement of the Trav- 
732,275; payments to policyholders, $22,- |statement reveals a very sp endid, | elers shows assets, $432,205,000; gain, 
974.169, making total payments in 1926 healthy condition. $71,751,063; policyholders surplus, $36,- 
to policyholders and _ beneficiaries of Central Life of Mlinois 050,560. It paid for over $1,000,000,000 
$37,706,444. re ; , : : - | life insurance in 1926 which is one- 
wewthwentern wutent | og futs,amgual report the, Cental Life! sixteenth of the total of all companies, 
: . Its gain in life insurance in force was 


bat amg a a : he amount oF —— $470,346,973. The gain in life insurance 
written during the year was about 318.- | \2i4 for was $39,681,276. Life insur- 
000,000. The gain of insurance in force | ae ee 938 = 

‘1 1926 as $6,758,277 The admitted ance in torce 1s $5,852,714,939 The 
In 2960 WAS 90,105,044. ve admutted | company paid policyholders last vear, 
assets of the company has increased to $69.842.420 ; 

$7,611,508, a gain of $788,978 during the |" ~" ~~’ ~~ 

year. The reserves are $6,201,999 and 


The annual report of the Northwest- 
ern Mutual Life shows actual mortality 
48.37 per cent as compared with 47.38 
the year before. Of the new insurance 
paid for during the year, $173,844,443, 


x J > “@ ’ . . re ° 
or 51.64 per cent of the total was on — 


application from old policyholders. The | -**: is. can ; ; "s - aan. | 
assets amount to $728,766,311. Of these a and surplus approximate >: - | When the Bankers Life ot Iowa 
29.7 per cent is in farm mortgage loans, 00. Gentine pune closed 1926 with new paid-for business 
14.02 in city mortgage loans, 14.71 policy of $158,333,602 it was approaching the 

The Continental Assurance of Chi- | billion dollar class with regard to in- 


loans, 22.32 railroad bonds. The prem- 
iums last vear amounted to $106,989,252, | cago in its new statement shows assets | surance in force. On Dec. 31, 1926, it 
increase $6,196,878, total income $148,- | $6,404,000, capital and surplus $1,213,467, | had $909,479,363 life insurance in force. 
053,380, increase $9,701,315; paid policy- | insurance in force on a paid for basis, Approved securities on deposit with 
holders, $77,271,790, increase, $5,431,214. | $80,552,504. The Continental Assurance | the insurance department of Iowa had 
Total disbursements, $99,046,296; in- | is ae 4 a very excellent record. Its | been increased approximately $8,000,- 


THREE MUSKETEERS WHO POINT OUT DANGERS TO BUSINESS. 





M. J. CLEARY FRANK P. MANLY R. W. STEVENS 
Vice-President Northwestern Mutual President Indianapolis Life President Illinois Life 


M. J. Cleary, vice-president of the Northwestern Mutual Life, in an address in Chicago Monday evening de- 
clared that some of the modern tendencies in life insurance were nothing less than a menace to the business, and unless 
the brakes were put on he predicted they might lead to serious consequences on account of public condemnation and 
legislative investigation. He said that the race for volume has obsessed the minds of some company officials. Personal 
service is being sacrificed by some companies in the effort to get volume. Mr. Cleary declared that at least two western 
company officials have blown the lid off of high pressure life insurance practices and told the truth as to the effect of 
some of the furbelows that are being attached to life insurance contracts. He stated that President Frank P. Manly of 
the Indianapolis Life and President R. W. Stevens of the Illinois Life had been even more severe in their denunciation of 
some modern tendencies than he had been. He paid a tribute to these two men for their courage in calling a halt on 
practices that he considers are dangerous to the business. Some of the attachments to life insurance policies and the busi- 
ness in general condemned by Mr. Cleary are the total and permanent disability clause, double indemnity clause, group 
insurance, salary deduction insurance, monthly payment insurance, non-medical insurance. 


The Bankers Life had on Dec. 33, 


| securities totaling $78,245,447 so depos- 


ited. On the same date the total paid 
to beneficiaries since organization had 
reached $119,903,540, an increase of $10,- 
000,000 over the similar total of a year 
ayo. 
Abraham Lincoln 

The Abraham Lincoln Life shows as- 
sets, $2,506,157: increase, $179,592; cap- 
ital, $200,000; net surplus, $115,434; pre- 
mium income, $1,029,957; total income, 
$1,230,548; insurance in force, $23,618 
162; accident and health premiums 
$464,514. 

Midland Mutual Life 
The Midland Mutual Life of Colu 


bus makes an excellent statement this 





year, its assets being $13,036,598. Its 
policyholders’ surplus is $726,375. The 
new business last year amounted to $15.- 
876,237, gain $2,354,504. Its insurance 

force is $84,447,962. The Midland Mv- 
tual will pay an extra mortality divi- 
dend of $75,000 this year on account of 


'the favorable mortality record. The 


mortality ratio was 25.9 percent. The 
company’s record is first class in ever 
particular. 

Great Southern Life 


The Great Southern Life of Texas 
its annual statement shows $162,828,4 
life insurance in force. Its paid-for busi- 
ness last year amounted to $43,770,94¢ 
Its increase in business in force was 
$16,771,908, assets $2,214,750, capital 
$600,000, special surplus $200,000, an 
net surplus $1,351,068. It shows an i: 
crease of $388,315 in surplus. The 
Great Southern Life is moving along 
splendid shape under the administrati 
of President E. P. Greenwood 

Pan American Life 


The Pan American Life shows assets 
$18,193,246, policyholders’ surplus $1,- 
892,684, capital $1,000,000, insurance 
force $155,592,638. It has paid policy- 
holders since organization $11,334,787 
The Pan American Life has now reached 
large proportions and is attracting muc 
attention in the agency field. With now 
Over $155,000,000 insurance in force 
gathers considerable momentum 

Central Life of Ft. Seott 

The Central Life of Ft. Scott, Kan- 
sas, in its new annual statement shows 
assets $2,153,243, policyholders’ surplus 
$145,783, insurance in force $15,607,000 
The Central Life is licensed in Kansas 


| Missouri, Arkansas and Texas. It 


| extending its agency representation 


|} company is making headway 


! 


| 


shape. 
Cedar Rapids Life 

The Cedar Rapids Life in its new 
annual statement shows assets $2,974.- 
238, net surplus $254,386, insurance 
force $19,176,772. The Cedar Rapids 
Life can always be elle on to show 
a commendable growth. 

Bankers Life ef Lincoln 

The Bankers Life of Nebraska in its 
new statement shows assets $28,705,153, 
capital $100,000, net surplus $8,432,109, 
premium income $3,427,760, total income 
$4,884,133, new business $14,896,370, 1 


| surance in force $117,405,042. Its deat! 


| 


claims paid amounted to $427,713 and its 
payments to living policyholders, $1,- 


| 241,929. Its mortality ratio last year 


| in recent vears. Its assets are now $37 


was 38.95 percent. The Bankers Lite is 
well managed and always comes throug 
with a splendid financial exhibit 
Lincoln National Life 

The Lincoln National Life is a com- 
pany whose annual statement everyone 
scrutinizes with great interest because 
of the wonderful growth it has achieved 





180,245, capital $2,000,000, surplus 
000,000. Its insurance in force is 
$460,499, 883. 

Columbus Mutual Life 


The Columbus Mutual Life’s mew an- 
nual statement shows assets $9,943,559. 
increase $1,700,000, capital $500,000, net 
surplus $656,657, pelicyholders’ surplus 
$1,156,858, gain $62,800, insurance in 
force, $90,782,983, gain $10,300,000, pre- 

(CONTINUED ON NEXT PAGE) 
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EXHIBIT ADVERTISING 
SUBMITTED IN CONTESTS 





EXPECT A NOTABLE DISPLAY | 


Selecting of “Rough Notes” and “Weekly | 
Underwriter” Prize Winners to Be 
Conference Feature 


In place of the exhibits of circulars, 
letters, booklets and advertising cam- 
paigns staged at previous meetings of the 
insurance Advertising Conference, it is 
planned at the Hartford meeting, May 
23-25, to have exhibits of advertising art 
and of the publication advertising that is 
submitted for the “Rough Notes” and 
“Weekly Underwriter” competitions. 

Expect Fine Exhibit 


J. W. Longnecker, chairman of the 
program and arrangements of the coming 
convention, said in discussing the plans 
of his committee: “There will be two 
contests that must be decided at the May 
convention of the Insurance Advertising 
Conference. One is the contest sponsored 
by the ‘Weekly Underwriter’ in which | 
the designer of the best piece of advertis- 
ing published in any insurance journal in 
the United States and Canada between 
June 1, 1926, and June 1, 1927, is to be 
awarded a trip to Bemuda, and the other 
the Rough Notes Publishing Company 
contest for the year’s best series of insur- 
ance journal advertising for which a 
bronze plaque is to be awagded. Both ot 
these competitions should result in the 
submission of many interesting exhibits 
and it is planned that these will be on 
display in Hartford. 

Ask for Originals 


“In addition I have decided to ask the 
advertising men to send to Harttord 
some of their best original paintings, 
drawings or designs which have already 
been used in their advertising. 1 think 
that in these originals many people will 
be agreeably surprised at the high grade 
and quality of art used in the advertising 
of insurance.” 


LIFE COMPANIES SHOW 
EXCELLENT RESULTS 


(CONT'D FROM PRECEDING PAGE) 


mium income, $3,025,159, new business 
$20,756,797. One interesting thing about 
the Columbus Mutual Life is that the 
total death losses paid amount to $1,- 
782,916, and its dividends to policyhold- 
ers $2,153,373. It has paid in dividends 
to policyholders more than death losses 


American Life of Detroit 


The American Life of Detroit made 


some excellent gains last year. Its as- 
sets are $11,808,237, gain $1,407,668, cap- 
ital $200,000, contingency fund $240,166, 
net surplus $267,752, policyholders’ sur- 
plus $707,369, insurance in force $84,- 
339,083, gain $8,529,557, new business 
$16,491,360. The American Life is onc 
of the sterling western companies that 
is moving ahead every year. Since or- 
ganization the company has paid to 
policvholders $5,309,937. 

The Atlantic Life of Richmond had 
$138,525,869 of insurance in force Dec 
31, 1926. Admitted assets now total 
$17,379,966. The past year the com- 
pany paid out $2,137,997 to policyhold- 
ers. 

The Provident Life of Bismarck, N. 
D.. reports an increase in business in 
1926 It now has $16,985,576 insur- 
ance in force, a gain of $1,806,314 for 
the vear 


H. J. Shay Promoted 


H. J. Shay, who has been appointed 
assistant secretary and manager of the 
loan department of the Lincoln Na- 
tional Life, has been connected with | 
the company for several years. Prior | 
to his annointment at the home office 
in Fort Wayne, he was connected with 


| 
the Minneapolis office. 


LIFE 


_CARR-MILLER INTERESTS 


CONTROL CENTRAL LIFE 


INJUNCTION HELD IN FORCE 
Court Directs That Quo Warranto Pro- 
ceedings Be Brought to Determine 
Finally Issues Involved 


DES MOINES, Feb. 2.—For the 
second time the faction led by H. M. 
Havner met defeat in its effort to gain 


| control of the Central Life when Judge 


Franklin refused to dissolve the restrain- 
ing order by which O. C. Miller, presi- 
dent, and Fred P. Carr, vice-president 
and general counsel, regain control of 


| the company. 


As a result of the court's decision Dr. 
r. C. Denny is without official connec- 
tion with the company, as is G. M, 
Buck, elected secretary by the same new 
“board of directors” which selected Dr. 
Denny president and Mr. Havner gen 
eral counsel. 

FE. H. Mulock, elected secretary by 
members of the board of directors as it 
stood prior to the annual election Jan 
18, is recognized in the court's decision 
as the official secretary. 


Direct Quo Warranto Proceeding 


Judge Franklin directed the contes- 
tants to draw the issues immediately for 
a proceeding in quo warranto so that 
the question of legality of the proceed- 
ings at the annual meeting of policy- 
holders and directors Jan. 18 might be 
determined. 

“The interest of the thousands of 
policyholders is the thing of greatest 
importance,” Judge Franklin declared, 
“and | hereby instruct the litigants to 
take such steps as are necessary to ex- 
pedite a proceeding in quo warranto to 
determine the status of the officers.” 

Judge Franklin declared the question 


| presented to the court at this time dealt 


entirely with whether or not Mr. Carr 
and Mr. Miller had relinquished their 
othces or their control of their offices, or 


had been dispossessed of them. 
Did Not Relinquish Control 


“The evidence shows very clearly that 
they did not relinquish control,” Judge 
Franklin said. “Whether or not they 
Were dispossessed is a question which 
this court at this time can not properly 
go into, and will necessarily have to be 
delegated to a proceeding in quo war 
ranto,” 

In federal district court, Judge Scott 
of Sioux City refused to grant the Hav- 
ner-Denny interests a restraining order 
against Mr. Carr and Mr. Miller at the 


} request of the former. The Carr-Miller 


interests sought a restraining order to 
prevent Mr. Havner and Dr. Denny 
from assuming their duties under the 
election by a new board of directors, and 
charged the proceedings constituted a 
conspiracy on the part of Messrs. Hav- 
ner, Denny and others to gain control 
of the company. 
Appeal to Supreme Court 


Judge Franklin issued the temporary 
restraining order on the application 
made, and after hearing the evidence 
refused to grant the motion of the Hav- 
ner-Denny interests to dissolve it 

Judge Franklin directed that the Carr- 
Miller interests post a $50,000 bond 
pending the outcome of the quo war- 
ranto proceedings asa protection against 
possible loss to policyholders. 

Monday morning attorneys for the 
Havner-Denny faction appealed to the 
state supreme court for an order to stay 


ithe effect of the ruling of Judge Frank- 


lin. A hearing was held by the court 
and a decision on the merits of the 
case is expected within a few days. In 
the meantime President Miller, Vice- 


| president Carr and Secretary Mulock, 


are transacting the business of the com- 
pany and a full retinue of department 
heads and the entire clerical force of 
around 200 people are moving forward 
as though nothing had happened. 
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SIX MILLIONS ON 
POLICY HOLDERS 


OCTOBER—‘‘POLICY 
HOLDERS’ Month’ estab- 
lished a new record. 


OUR TOTAL OF NEW 
EXAMINED business for the 
month was $21,081,774 of 
which $6,452,939 or more than 
30 per cent was on the lives of 
policy holders. 


COMPANY PLANS FOR 
POLICY Holder co-operation 
made this possible. 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 
Established 1879 Des Moines, lowa 



































279 Newspaper Reports 


Give just that number of Deaths due to Carbon 
Monoxide Gas Poisoning for the six months ending 
December 31, 1926. 


From Maine to California and Minnesota to Texas, 
these reports were received by the John Hancock Mutual 
Life Insurance Company, in connection with its warning 
to the Public. 


Deaths from this cause is no respecter of localities, 


and cold weather increases the danger. Look at the 
record: 

I bcnsneinterieees 6 GE cccscvesescee 29 
SN kchdesenvandane 7 November ........... 56 
September ........... 12 December ........... 169 


We think there is need of our Warning and ask the 
insurance fraternity to spread the information. 


Booklet describing the danger mailed to any under- 
writer interested. Apply to Inquiry Bureau. 





Lite INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


197 Clarendon St., Boston, Mass. 
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GEM CITY LIFE SETS 
LARGE GOAL FOR YEAR 





Agents in Annual Conference at 
Home Office Are Told of 
1927 Plans 





MANY ADDRESSES GIVEN 





President of Guaranty Liability Tells of 
Plan to Insure Credit 
Accounts 





An increase in insurance in force of 
$5,000,000 is the goal of the Gem City 
Life for 1927. Since 1920 this company 
has increased its insurance in force from 
slightly less than $4,000,000 to slightly 
more than $20,000,000. The gain of in- 
surance in force for 1926 was approxi- 
mately $3,200,000. The accident depart- 
ment income increased 50 percent and 


the total income in both the life and 
accident departments increased from 
$540,000 to $631,000. The goal which 


the company had set for itself in 1926, 
$20,000,000 insurance in force, $1,300,000 
in net admitted assets and $70,000 in- 
crease in the income of the life depart- 
ment was achieved for the first two 
items and was almost reached for the 
third item, the lack being only about 
$1,000. 
Outline Year’s Plans 


About 50 representatives of the com- 
pany from various sections of the coun- 
try were present in Dayton last Thurs- 
day, Friday and Saturday to hear this 
review of the company’s business from 
General Manager I. A. Morrissett and 
to consider some new policies and plans 
of the company for this year. The 
meeting opened Thursday morning with 
F. A. Botsford, manager of the accident 
department, as chairman. The speaker 
at the session Thursday morning and 
also at the beginning of the afternoon 


session Thursday was Ralph E. Rich- | 


man, editor of the “Accident & Health 
Bulletins.” Mr. Richman outlined the 
opportunities in the accident and health 
field, the various methods of presenta- 
tion and discussed the subject of agents’ 
efficiency. He urged those who were 
selling accident and health insurance 
not to present policy terms or coverage 
until the prospect had first been sold 
thoroughly upon the idea of income 
protection. 
Explains Credit Coverage 


E. H. Ingle, president of the Guar- 
anty Liability Company of Dayton, a 
company specializing in life and disabil- 
ity insurance to protect credit accounts, 
explained the methods of operation of 
his companv 
Thursday 
writing the contracts of this companv 
which is making a conspicuous success 
at writing business in this field. Mr. 
Ingle said that the great increase of in- 
stallment buying had brought promi- 
nently to the foreground methods for 
protecting the interests of both the 
buyer and the purchaser. The business 
of guaranteeing accounts which might 
otherwise be lost because of death or 
disability has become a special business 
in itself and is the only form of business 
handled by the Guaranty Liabilitv. This 
company will write a contract guaran- 
teeing credit accounts of anv kind 
against loss by death or disability. 


Written on Merchants 


The plan of writing the deferred pay- 
ment insurance contracts is to place the 
policv in the name of the company ex- 
tending the credit and then issue cer- 
tificates to individuals who mav be 
selected by the merchant or distributor 
of the goods to receive the benefits of 











at the afternoon session | 
The Gem Citv Life is under- 





the insurance plan. As a rule, the insur- 
ance is not written on the group basis, 
although it is possible to do this for a 
thousand customers or more provided 
that the customers are already on the 
books and no previous insurance plan 
of the kind has been used to place them 
there. The plan does not contemplate 
that the buyer of the policy will extend 
the insurance protection to every ac- 
count on his books. 

The buyer is encouraged to extend 
the insurance protection only to such 
accounts as are prompt pay, thus pre- 
senting an extra inducement for prompt 
payment of bills and at the same time 
obtaining an automatic selection of bet- 
ter risks for the companies. There is 
no inducement for the merchant to in- 
sure the account which is not likely to 
be paid, because in these cases he would 
only be spending more money on doubt- 
ful accounts. 


An Aid to Business 


From the merchant’s viewpoint, the 


| chief value of the plan is as an attraction 


to bring in new business. In cases 
where the policy covers on deferred pay- 
ments due on an article purchased on 
the installment plan, such as a radio or 
a washing machine, the regular premium 
is 3 percent of the unpaid balance pro- 
vided that the unpaid balance is to be 
entirely liquidated within one year. The 
premium rate is increased 5 percent for 
each additional year or fraction of a 
year beyond one year which may be 
given for liquidation of the debt. Usu- 
ally the policies are written with a six 
days exclusion period, payment to be 
made, however, from first day in the 
event that the sickness extends longer 
than six days. 


Cever All Purchases 


The Guaranty Liability in cooperation 
with the Gem City Life is extending 
this form of protection for every kind 
of purchase. It is proving to be very 
popular with grocery proprietors. When 
the plan is used for the insurance of 
current accounts the merchant pays 2% 
percent weekly on the amounts insured. 
Thus if a man’s grocery account ran 
normally to about $15 a week, the 
grocer might insure that account up to 
$15 a week. 


Can Divide Coverage 


In all cases claims are treated just as 
are claims under regular policies. There 
must be an investigation and a doctor’s 
certificate furnished showing loss. It is 
possible under these contracts, where 
several members of a family may be 
helping to pay the bills, to divide the 
amount of insurance among members of 
the family. Thus if three members of 
a family were jointly helping to pay a 
grocery bill and this grocery account 
was insured at $15 a week, the insurance 
might be distributed $5 a week on each 
of the three members of the family re- 
sponsible for the bill. The time required 
by the merchant for preparing his 
weekly record to show the amount of 
insurance being carried is said not to be 
over 10 or 15 minutes each week. 


Moral Hazard Involved 


It is recognized by both the liability 
company and the underwriting company 
that there is an element of moral hazard 
connected with this business and special 
precautions are made to eliminate this 
so far as nossible. The experience of 
the Gem City Life with the business 
which has been written to date is that 
the cases of malingeringe or fraud are 
extremely rare. It is seldom that a man 
can profit or can even live by merelv 
obtaining reimbursement for his grocery 
hill and three or four other bills. Then 
the company may require a medical ex- 
amination where large amounts are in- 
volved on any individual or may also 
use inspection comnanies where such a 
procedure seems wise. 


Business Growing Rapidly 


The business of the Guaranty Liabil- 
ity has been growing by leaps and 
bounds and the officials of this company 
and of the Gem City Life believe that 
the coming vear will see a great expan- 





sion in this field of operations. The Gem 
City Life has undertaken the writing 
of the insurance contracts on this form 
of protection largely to have available 
for its agents information and data on 
a large number of desirable prospects. 
With this plan in operation, the com- 
pany immediately has available date of 
birth, the occupation and nearly all the 
facts necessary for approaching a pros- 
pect on any life insurance proposal fur- 
nished in connection with the credit 
insurance plan. Then each certificate 
handed out by the merchant or other 
buyer of the insurance will contain the 
name of the Gem City Life and will act 
as an endorsement of the company in 
the mind of the certificate holder. The 
company officials believe that not oniy 
will the business bring a direct profit 
but that the by-products will be of much 
greater value. 


Many Other Speakers 


Addresses on Friday were made by 
Charles M. Biscay of the Western & 
Southern Life of Cincinnati, by A. N. 
LaPorte of the Life Extension Institute 
of New York and by Judge Charles 
Orbison of Indianapolis. At the Friday 
evening banquet Ex-Judge Roland Bag- 


gott of Dayton was the principal 
speaker. A number of prominent Day- 
ton citizens and _ representatives of 


Dayton banks were present at this ban- 
quet. The Gem City Life wrote $2,000,- 
000 in premiums in Dayton last year, 
and through its bank savings insurance 
plan contracts has thoroughly estab- 
lished itself as one of the best known 
Dayton enterprises. Mayor McDonald 
of Dayton, who spoke to the agents 
Thursday noon, said that he looked for- 
ward to the day when the Gem City 
Life would have a large and attractive 
office building in that city. 

The meeting closed Saturday morn- 
ing after a discussion of business and 
plans for the current vear. New poli- 
cies are to be issued in both the life 
and accident departments. The Gem 
City Life will issue an economic policy 
in its life department, a policy which 
provides a 5 percent decrease in benefits 
each year beginning with age 61 and 
continuing to age 75, a policy which 
enables the insurance buyer to obtain a 
larger protection at low cost in the years 
when he is most likely to need such 
protection. A new life policy to be sold 
in conjunction with creation of trusts 
to be handled by banks and trust com- 
panies was also announced. 





Business Insurance for Research Bureau 


The Life Insurance Sales Research 
Bureau has applied for $25,000 insurance 
on the life of its manager, John Mar- 
shall Holcombe, Jr. This was done in 
accordance with a decision of the execu- 
tive committee of the bureau, all mem- 
bers of which are life insurance sales 
executives. Application has been made 
to five companies for $5,000 each. 

In order that all bureau members 
might have an equal chance to secure 
this business, the companies were di- 
vided into four groups according to size, 
and one company was chosen by lot 
from each group. The fifth company 
was chosen by lot from the entire mem- 
bership. 

It is significant that, although Hart- 
ford has many -enterprising life insur- 
ance agents, the suggestion of business 
insurance for Mr. Holcombe came from 
a member of the bureau staff. There 
are unnumbered cases of similar needs 
for protection that are waiting for some 
agent to fill. 


New Mutual Life Trustee 


Theodore F. Merseles, president of 
Montgomery Ward & Co., has been 
elected a trustee of the Mutual Life of 
New York to fill the vacancy caused by 
the death of the late William H. Porter, 
of J. P. Morgan & Co. Mr. Merseles is 
also a director of the Northern Pacific 
Railway Co., Seaboard National Bank 
of New York, J. I. Case Threshing Ma- 
chine Company and Continental & Com- 
mercial Bank of Chicago. 





L. C. WITTEN AGENCY 
CELEBRATES 1926 WORK 


Massachusetts Mutual Agents in 
Southern Ohio Met in An- 
nual Conference 


JOSEPH C. BEHAN SPOKE 


I. H. Offner, General Agent at Milwau- 
kee Was Present and Made 
Educational Address 





At the annual agency meeting at Cin- 
cinnati, Joseph C. Behan, superintendent 
of agencies, and General Agent L. C. 
Witten of the Massachusetts Mu- 
tual made a talk on the record of the 
Company in 1926, using as an example 
the annual statement and showing what 
opportunities for business it gives this 
year. 

Mr. Witten reminded his associates of 
the necessity of so planning and develop- 
ing their work that they would be cer- 
tain of consistent weekly production. 
He stated that, without taking into con- 
sideration the amount of insurance con- 
templated, an application a week re- 
sulting in business properly sold would 
insure a satisfactory production for the 
year. 

Getting at Minimum Production 


In order to make further certain that 
the desired volume of business was writ- 
ten by the individual, he stated that 
every man should divide the average 
first year commissions, which should be 
figured on the basis of $12 per $1,000, 
into the sum needed to meet his per- 
sonal and business budget during the 
year and thus arrive at the minimum 
amount of business he must produce. 
Mr. Witten stated further that no agent 
who has been in the business for more 
than two years should spend any of his 
renewals but should lay them aside. He 
said that no better investment was of- 
fered than the contracts issued by the 
company. 


Preparation for Old Age 


He called attention to the fact that 
the average age of the members of the 
agency makes it necessary for every 
one in it to take into consideration the 
necessities of his own old age and to 
prepare for it in the same manner that 
he endeavors to induce others to pro- 
vide for the non-productive years, 

Richard Little, assistant actuary, gave 
an address on various features of his 
department. His discussion of the dis- 
ability clause and his exposition of the 
Massachusetts Mutual attitude thereto 
was most helpful. 


Beneficial Agreements 


In John T. Wells the company has 
an able man for drawing and handling 
beneficiary agreements. Mr. Wells gave 
the agents some valuable hints as to the 
needs of policyholders when it comes to 
a beneficiary agreement. He warned 
those present of the necessity of avoid- 
ing complicated agreements or agree- 
ments which are incomplete as to final 
beneficiaries. 

The visitors from the home office and 
I. H. Offner, general agent at Milwau- 
kee, were guests along with all of those 
who had obtained 100 percent or more 
of January quotas, at a luncheon given 
by Mrs. Witten in the new home Mr. 
Witten has recently completed. 

Mr. Offner presented the necessity of 
taking advantage of the opportunities 
offered by the company’s contracts and 
the opportunities of the individual un- 
derwriter. 

The business meeting closed_with the 
election of officers of the Cincinnati 
Agents’ Association, and the following 
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into office: President, 
vice-president, Charles 
and treasurer, 
director for one 


were inducted 
Paul Romaine; 
F. Andrews; secretary 
Miss Verena LeSaint; 
year, Grover Davidson. 

The annual dinner was held with Jo- 
seph C. Behan as toastmaster. 

Dr. Richard Austin of the College of 
Medicine, University of Cincinnati, made 
a most interesting address on “The 
Causes of Death.” 

Robert Williams, formerly a captain 
in the 30th Battalion, Fifth Australian 
Infantry, and now educational director 
for the Union Central Life, spoke. 


Distinguished Guests Present 


Twenty-five southern Ohio agents of 
the Massachusetts Mutual attended the 
meeting and Mr. Witten had nearly 50 
dinner guests, including, besides mem- 
bers of the company, visitors and speak- 
ers, John L. Shuff, Union Central; Em- 
met C. Peebles, Northwestern Mutual; 
W. D. Hooper and Wilson Foster of the 
Retail Credit: Dr. C. E. Wooding of the 
company’s staff of medical examiners in 
Cincinnati; and the company’s local | 
counsel including all the members of 
the firm of Nichols, Morrill, Stewart & 
Ginter. 

The 
best year. 
business was delivered in 1926. 
end of 1918 the company had 
in the Cincinnati agency only 
over $4,000,000 of business. The Wit- 


dinner celebrated the agency's 
More than $3,750,000 of new 
At the 
in force 


ten agency closed 1926 with over $23,- | 


000,000 of insurance in force. 

Harry L. Bimm of Dayton was 
awarded a certificate as the agency’s 
leader in amount of insurance delivered, 
and Harry A. Metzger of Wilmington 


was awarded a certificate showing that | 


he had insured the most lives in 1926. 
Burt H. Wulfekoetter, Cincinnati, re- 
ceived credit for writing the greatest 
number of old _ policyholders. 
Rixey was the 
weekly production. 


METROPOLITAN HOLDS 
GREAT ANNUAL MEETING | 


(CONTINUED FROM PAGE 1) 

the Continental Baking Corporation, 
and E. M. Herr, president of the West- 
inghouse Electric Company, delivered 
addresses to an audience of more than 
400 group representatives and promi- 
nent guests identified with the indus- 
trial and financial worlds. 

The Veterans’ Association of the com- 
pany also held its annual meeting and 
dinner prior to the convention. The 
membership is composed of those field 
managers and agents who have been in 
the company’s service more than 20 
years. More than 400 members, includ- 
ing 40 who have been in service more 
than 40 years, attended the dinner given 
in celebration of the 25th anniversary of 
the founding of the association. 


ixpense Ratio Reduced 
A reduction in the company’s expense 
ratio for the year was commented upon 
by President Fiske, who said that it had 


a little | 


Eppa 
leader on amount of | 


| been reduced to 27 percent, including 
welfare work, being 1 percent below the 
| figure for 1925. He declared the new 
monthly industrial and ordinary 
ance should provide agents with the op- 
portunity of a life time. On the monthly 
industrial plan a policyholder gets 18 
percent more insurance than formerly 
| for the same premium. The group divi- 


sion received high praises for its re- 
markable accomplishment in placing 
over $600,000,000, representing 31 per- 


cent of all group written last year. 
Welfare Division’s Work 


Referring to the remarkable work of 
|the welfare division, President Fiske 
read statistics showing that since it was 
organized in 1911, the death rate among 
Metropolitan policyholders has declined 
over 32 percent while the death rate for 
15 percent in the same period. The 


cumulative savings among policyholders 


insur- | 


the population at large has decl‘ned only | 





from 1911 to 1925, over Pe above the 
savings expected from the decline in | 
| general mortality, were almost 250,000 


lives and approximately $53,000,000 in 
| claims. 

President Fiske concluded by remark- 
ing that the company had added over 
1,200 new agents during the year. Its 
managers now number 720, an increase 
of 10 percent over 1925, while the num- 
| ber of assistant managers has declined 
about 10 percent, thus reducing com- 
| pany expense. The average agent is be- 
coming more self-reliant and proficient, 
he said, 
they will be expected to stand alone. 
More than 11,600 persons are now em- 
ployed in the company’s three home of- 
| ices. 


Invest 1,500,000 


At the opening of the second day’s 
session Vice-President 
Ecker was introduced not only as a 
great life insurance executive but as one 
|of the outstanding financial experts of 
the world. He stated that the com- 
pany’s gross income per day now 
|} amounts to about $2,500,000 and its pay- 
|} ments to policyholders and for expenses 
|} to approximately $1,000,000, leaving a 
| daily average of almost $1,500,000 
| investment. The company is very sen- 
sitive to the financial needs of the na- 
tion, he said, and its huge resources 
have always been used for the benefit of 
the public at large, as evidenced by the 
city loans of $210,000,000 and the farm 
loans of $40,000,000 made last year. 


Per Day 


After a review of the important factors | 


contributing to the unparalleled pros- 
perity of 1926, Vice-President Ecker de- 
clared that 1927 should be just as pros- 
perous. The year 1926 did not repre- 
sent a peak of prosperity from which we 
were bound to decline, he said, for it 
was more probable that it had merely 
led the nation onto a high level plateau 
along which we would continue to travel 
for some time. 


Promote Trust Company Cooperation 


A tremendous ovation was given Vice- 
President Francis O. Ayres in charge of 
agencies, who made a plea for policies 


for | 


and the time will come when | 


Frederick H. | 


— 
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Life Insurance for a Greater Number 


The scope of National Life service is evidenced by the 
number of applications received from the uninsured, 
average about 50% of the total. It is further evidenced . 
the fact that under 46% of the policies becoming claims, the 
insured carried no other insurance. 
A National Life Contract offere the opportunity for increased 
earnings a selling more insurance to more people. Top contracts available in 


territory 
National Life Association - Des Moines, Iowa 
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of a larger average size and urged all 
agents to take advantage of the adver- 
tising that was being done throughout 
the country by trust companies in their 
efforts to forward the movement for 
closer cooperation between themselves 
and life insurance organizations. He 
called attention to the invaluable serv- 
ices rendered by the company’s corre- 
spondence bureau, which last year wrote 
over 200,000 letters to help agents get 
prospects and close difficult cases. 

Vice-President Ayres called forward 
the leading managers and personal pro- 
ducers of the company and introduced 
them to President Fiske, who presented 


them with their trophies. For the sec- 
ond successive year the highest award 
on total points went to J. E. Gross, man- 


ager at Scranton, Pa. Jacob Ratner of 
New York City was the highest among 
all agents unattached with a production 
of $485,000. The leading manager in 
ordinary was Merel Hill of Union Hill, 
N. J., with $670,000. Mr. Hill also re- 
ceived the medal given those qualifying 
for the $500,000 Club along with H. J. 
Sumner, Cincinnati, and Haley Fiske, 
Jr 
Publicity for Healthful Living 


Vice-President Robert Lynn Cox in a 


witty address told of the work of the 
publicity department which aims not 
only to accelerate the progress of the 
Metropolitan but to bring to the entire 
country the message of how to lead 
longer, healthier and happier lives. The 


need of proper supervision and how im- 
proper supervision vitally affects the 
manager's own pocketbook were stressed 
by Vice-President Harry J. Miller. Vice- 
President Samuel Milligan, recently ap- 
pointed to take charge of the company’s 
new ordinary service department, spoke 
of himself as one of the company’s ex- 
periments of the year and outlined the 
new department’s plans for better serv- 
ice to both policyholders and the 
rcorce. 
Bridges the Gap 


literature ot the 
put to in Can- 


claims was de- 


the 
be 


effective use 
division can 
vassing and reducing 
scribed by Vice-President Ernest H. 
Wilkes in charge of the Pacific Coast 
territory, while Vice-President Archi- 
bald F. C. Fiske of the Canadian terri- 
tory pointed out that the new monthly 
industrial insurance completely bridges 
the gap between ordinary and industrial 


The 


welfare 


insurance which hitherto had never been 


satisfactorily bridged. 
Welfare Work Sound Business 


Dr. Lee K. Frankel, 
charge of the welfare division, sketched 
the splendid and unique work the com- 
pany is doing in the great movement for 
better health and longer life. In 1926 
the welfare division spent $4,380,000, 
2 cents for every dollar of premium paid, 
he said, and that 2 cents per premium 
dollar had resulted in a mortality saving 
of $18,000,000 last year alone. Since the 
division was founded in 1911, the 
tality savings have been 250,000 
and $74,000,000 at a total cost of 
000,000. Since that date, nine vears have 
been added to the life expectancy of in- 
dustrial policyholders in the Metropoli- 
tan. If the nation at large could be 
taught the precepts of modern preven- 
tive medicine, Dr, Frankel declared that 
general life expectancy could be in- 
creased from to years within a 
very short period. Describing the vast 
amount of research the company is car- 
rying on with other organizations into 
the causes and cures for pneumonia, 
heart diseases, common colds, cancer 
and other baffling maladies, he pre- 
dicted that within the next decade mod- 
ern medicine would have all of these 
dreaded diseases within control 


5s 65 


Pension Plan 


\ ice 


President 


Fiske 


introducing 
Kavanagh, President 
that in the future every 
group written will be consid- 
$1,000 ordinary in computing 
records and_= standing. Vice- 
Kavanagh contrasted the re- 
advantages and disadvantages 


sefore 
James E. 
announced 
$4,000 of 
ered as 
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ENCOURAGING PROGRESS 
IN MOVEMENT REPORTED 


LIFE COLLEGE READY SOON 


President Alder of National Association 
Says 30 Days Will See It Near 
Point When Operation Can Start 


SALT LAKE CITY, UTAH, Feb. 3. 
—President George D. Alder of the Na- 
tional Association of Life Underwriters, 
who has just completed a tour in the 
course of which he visited and spoke in 
several states, particularly in the south- 
said this week that tentative forms 


west, 1 
have been prepared for the American 
College of Life Underwriters. He ex- 


plained that he was not yet able to make 
the questions on the application public, 
but added: “They are comprehensive.’ 

Mr. Alder said the progress made in 
the movement was most encouraging, 
and he thought the next 30 days would 
see the college near the point at which 
it could be placed in operation. Mr. 
Alder said that during his recent tour 
he found much enthusiasm for the Na- 
tional association plans for elevation of 
the profession. The meetings he ad- 
dressed were largely attended. 





of what he termed retail and wholesale 
| insurance, declaring that in the modern 
| economic and social structure wholesale 
| insurance is essential to meet problems 
j}and needs that can be met in no other 
way. He also remarked upon the group 
annuity plan which the company estab- 
lished for its employes about two years 
ago, saying that already the company is 
paying over $100,000 a year to 135 pen- 
sioned employes, who receive on an 
laverage about $950 annually, the largest 
}average he knew of in the country. 
| Vice-President Kavanagh then presented 
| medals to the 60 men who qualified for 
cn $1,000,000 club. Together they pro- 
| 
| 


duced last year a total of $178,000,000, 
including ordinary. The company leader 
was Haley Fiske, Jr., who placed over 
$500,000 ordinary and more than $33,- 
| 500,000 group. The general business 
sessions concluded with an address by 
Vice-President Henry Bruére. 


Territorial Meetings 


Honor 


The last day was given over to a 
series of territorial meetings under the 
| Various superintendents of agencies and 
}concluded with a large banquet, which 
| Was attended by almost 2,000 company 
| representatives and guests. The speak- 
ers at the banquet were Superintendent 
| james A. Beha; Otto Kahn of Kuhn, 
|} Loeb & Co., and the Rev. Dr. Cody of 
| On the preceding evening the 
| Visiting managers and agents were the 
guests of the company at a pe rformance 
of “The Desert Song” at the Casino 
theatre, which was exclusively reserved 
ior them. 


Toronto, 


Indiana Agency Meeting 


Che Indiana agency of the Connecti- 
cut Mutual held a meeting in Indian- 
apolis last week in celebration of the 
best year’s production in the company's 
| history in Indiana. H. M. Holderness, 
superintendent of agents, was present 
trom the home office and announced 
among other things the broadening of 
policy conditions. Other speakers were 
Creorge K. Jones, Indiana general agent; 
Fdmund Emery, Claude Jones, Elmer 
Wilmington, Frank B. Wilson, R. H. 
Winton of Shelbyville, Harry O. Bron- 
son ot Terre Haute and Edward M. 
Sonntag of Evansville. 


Postpone Agency Convention 


Due to the serious illness of Charles 

Monser of Johnson & Monser, Buffalo 
agents of the Mutual Benefit, the 
agency convention scheduled for Jan. 
21-22 has been postponed indefinitely. 
James A. Whitmore, field manager for 
the Phoenix Mutual, and John C. Mce- 
Namara, Jr., are scheduled to top the 
list of speakers at the meeting. 








COMPANY 
Milwauk 


ANNOUNCES 


That in 1926 its paid for insurance was more than 


Sixteen Million Dollars 


That its life insurance in force on December 31, 1926, 
was more than 


Seventy-four Million Dollars 


That its admitted assets amounted to over 


Nine and One Half Million Dollars 


which is an increase of more than 


One and One Quarter Million Dollars 


That its income for the year 1926 was 


Over Three Million Dollars 


Since its organization The Old Line Life Insurance 
Company of America has paid to policyholders and their 
beneficiaries 


Over Two and Three Quarter 
Million Dollars 


THE OLD LINE] 
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TURN YOUR ENTHUSIASM 


Into an Increase of Income 


One man in one month procured 89 applications on one 


r POPULAR forms of policies in the Accident & 
In addition to this work during 


0; wrote during the same month other forms of 


Accident & Health policies and also wrote a comfortable 
volume of Life Insurance. .This was not just a one 
month’s spurt. The young man is a member of the Star 


ers’ Club in the Life Department. 


One man in one month, who makes headquarters in a 


of 600, secured 69 applications.in 17 days on one of 


or POPULAR forms of policies in the Accident & 
Health Department and transacted other business with 
the Company in addition. 


Our Life, Accident and Health business is growing rap- 
idly in POPULARITY and the attractive, liberal, inter- 
esting, beneficial and safe features in connection with 
wr contracts create successful activity among the field 


sentatives of this Company. 


We will make several important Agency appointments 
soon in the Life and Accident & Health Departments in 


the following states: 
California Minnesota South Dakota 
Illinois Ohio Texas 
lowa Oklahoma Washington 
Michigan Oregon Wisconsin 
Pennsylvania 
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| HOME LIFE CONVENTION 
TAKES PLACE AT BILOXI 


———_— 


| CONSIDER AGENCY BUILDING 





| Business Sessions Are Interspersed with 
Attractive Forms of Entertainment 
at Gulf Coast Resort 


The agency association of the Home 
| Life of New York recently held its an- 
| nual convention at Biloxi, Miss. S. R 

Whitten of Jackson, Miss., president of 
the association for 1926, gave the ad- 
| dress of welcome. 


reviewed the progress of the company, 
complimenting certain general 
who had achieved an exceptionally good 
record in the past vear. He gave es- 
| pecial attention to the necessity of re- 
ducing lapses. Addresses were also made 
W. Gladwin, first vice-president; 
Dr. C. F. S. Whitney, associate medical 
director, and William J. Cameron, ac- 


agents 


tuary. 


Discuss Agency Bullding 


The general subject of the convention | 
Marshall | 


|included J. J. 
Hart- | 


building John 
manager of the Life Insur- 
Research Bureau oi 
ford, introduced the discussion with an 


Was agency 
Holcombe, 


address on “The General Agent, Who | 


He Is and What He Does.” The gen- 
eral subject was then divided into the 
following headings: Locating new men 
selecting new men, selling the business 
to new men, training new men, devel 
oping the agency, financing new men, 
and the general agent’s goal and plan 
Each of these particular subjects was 
discussed by two members of the agency 
association. Mr. Holcombe summed up 
the discussion in conclusion. 

At the business meeting which con 
cluded the sessions the following offi- 
cers were elected for the agency asso 
ciation: J. C. Bristow, Richmond, Va., 
president ; J. R. R. Martin, Peoria, II1., vie 
president; J. A. Grossheim, Alton, IIL, 
secretary-treasurer. Although the busi- 
ness meetings occupied the major part 
of the convention, the sessions were in 
terspersed with a very attractive pro 
gram of entertainment consisting ot at 
automobile tour of the Mississippi Gulf 


coast, a luncheon for the ladies, a din- 


another given by the president of the 
association. Nearly all attending tl 
convention accepted the invitation of 
Godchaux & Mayer, general agents of 
the company in New Orleans, to visit 
that city and be its guests at a dinner 
in the Latin quarter 





George Washington Appointments 


Miss Dorothy Jamison, who tor sey 


eral years has been connected with the | ° 
George Washington Life of Charleston, | 


has been promoted to assistant 
Miss Jamison 
Actuaries 
been con- 


W. Va., 
actuary of the company. 
is a fellow of the Institute of 

Earle J Goeff, who has 


nected with the company for more than | 


a year, has been appointed agency aud 
itor, assisting Vice-President and Sec 
retary Milair in the home office and 
field 

Dr. Hugo G. Thompson, a 
physician of Charleston, has been 
pointed assistant medical director 


young 





McLeod on the Board 


President M. E. O'Brien of the De- 
troit Life makes the announcement o! 
the election of Clarence J. McLeod to 
the board of directors Congressman 
McLeod's father, the late Malcolm J 
McLeod, was one of the original stock- 
holders of the company, and was in 
strumental in 
organization. 
took and active interest in the 
and served on the board for 
years. Congrgssman 


work 


of Representatives 


He introduced Pres- | 
| ident E. I. Low of the Home Life, who | 


the foundation of the 
During his life time, he 


many 
| McLeod now is |} 
| serving his second term in the House 
| 
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OHIO STATE LIFE HOLDS 
ITS ANNUAL CONVENTION 


PRODUCTION CLUBS FORMED 








| Prizes Are Awarded to Agents Show- 
ing the Best Records for the 
Past Year 


COLUMBUS, O., Feb. 2.—Agents of 
ie Ohio State Life prior to the ad- 
journment of the annual agency meet- 
ing at the home office in Columbus last 
week, agreed to write $25,000,000 of in- 
surance in 1927 as a tribute to Presi- 
dent John M. Sarver. Of this amount, 
one-third will be signed up, according 
to pledges, by the agencies in Pitts- 
burgh, Cleveland, Akron, Canton, Mans- 
field and Youngstown. At this meet- 
ing $300,000, $200,000 and $100,000 Clubs 
were formed and one of the agency 
managers agreed to write $500,000 in- 
surance within the next 12 months. It 
is expected that a trip to Yellowstone 
National Park will be arranged as a re- 
ward for the leading writers. 

Prises Are Awarded 


+} 


Speakers at the meeting in Columbus 
Devney, Cleveland; W. 
G. Rose, Cleveland; Frank J. Riley, Chi- 
cago; A. C. Palmer, Indianapolis; Dr. 
John Barnes of Chicago and others. A 
banquet was one of the social features. 
Sixteen agents were presented with 
watch fobs and 23 were given pins. A 
watch was presented to C, W. Halfhill 
of Mercer, O., a general agent and di- 
rector of the company because of his 
hig production record. For the 
fourth year W. H. Hecht of Celina, O., 
led all salesmen in the amount of pro- 
duction. On the train on his way to 
the convention Mr. Hecht wrote a pol- 
icy for $2,500 on a fellow passenger and 
during the convention wrote a policy for 
$3,000 on a Columbus resident. 


Tells Hixtory of Insurance 


One of the most interesting papers 
read was that of General Agent T. S 
Holcomb of Charleston, W. Va., who 
discussed the history of insurance from 
the days when the Greeks loaned money 
on cargoes from foreign shores. If the 
merchant vessels returned safe, the loan 
was repaid at excessive rates of interest 


If the vessel was overtaken by misfor 


tune, and did not reach port, the loan 
was not paid. The interest was the 
remium and the loan was the face ot 
the policy Life insurance, Mr. Hol- 
comb said, is the power through which 


| men and women are able to underwrite 
i their plans for the future, provide for 


days of incapacity and for the wel- 
fare of their dependents, under a con- 
tract that spreads the payments over a 
period of years and cancels all obliga- 
tions at death. : : 
Mr. Devney told how business tnsur- 
ance had saved many commercial en- 
terprises from disaster upon the death 
of a member of the concern 


Office Boy Wins Slogan Prize 


“Little Jimmie,” the office boy of the 
| Prairie Life of Omaha, was awarded 
a desk set as a prize in the contest 
ifor slogans conducted by the National 
| Association of Life Underwriters, in 
lconnection with National Thrift week 
received 





Thousands of slogans were 
from all over the United States, Can 
ada and England. “Little Jimmie’s” 
slogan was “Life insurance, like false 
teeth, fills many hungry mouths.” 


Manhattan Life’s Hope 


The agents of the Manhattan Life 
have pledged $25,000,000 new business 
|for this year. The Manhattan Life, 
however, is going out for a_ bigger 
| agency organization and it is endeavor- 
| ine to secure half as much more through 
entirely new and additional men. The 
company has adopted a more vigorous 
agency policy and expects to cultivate 
| the field more thoroughly 
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CHANGES IN LIFE PLANS 
MADE BY THE TRAVELERS 


NEW MANUAL AND RATE BOOK 


Some Premium Adjustments Have 
Been Made On Certain of the 
Policy Contracts 


The Travelers make some changes as 
of Feb. 1 in its rates and sums of poli- 
cies. The official announcement reads: 

New Life Manual and Rate Book— 
There is being sent to you a new loose 
leaf life manual and a vest pocket rate 
book. The arrangement of both these 
books has been changed to meet certain 
suggestions which were offered subse- 
quent to the issuance of the last manual. 
This manual is complete in itself, includ- 
ing premium rates, and is arranged by 
ages in so far as the principal forms of 
policy contracts are concerned. The vest 
pocket rate book is issued for the con- 
venience of solicitors, and contains noth- 
ing which is not included in the manual. 
The following paragraphs refer to some 
of the important features: 

. . 7. 

Premium Rates—Premium rate changes 
will be found principally in the life and 
limited life forms. Uniform premium 
rates have been reduced on the ordinary 
life form at ages 41 and above, and on 
the limited life forms at ages 36 and 
above. On the premium reduction forms 
some changes have been made at ages 


above 40. Certain minor reductions have 
been made on the term forms. 
. = . 
Cash Settlement Contracts — Slight 


changes has been effected in the cash 
settlement contracts by which the policy 
will provide at maturity an option of paid- 
up life insurance at least equal to the 
initial insurance. In all cases the policy 
will return at maturity an amount at least 
equal to the life premiums paid. This has 
necessitated a slight increase in premiums 
where the paid-up option was formerly 
less than $1,000 but in proportion to the 
increased benefits granted there is no 
increase in premium. The cash settle- 
ment 60 contract, changed as above de- 
scribed, is at ages 16 to 41 inclusive, 
equivalent under one of its options to life 
insurance with premiums payable to age 


60. The contract known as life—pre- 
miums payable to age 60 is therefore 
withdrawn. 

. . . 
Optional Life—S5—The life contract 


with optional maturity at 85 is a new 
contract especially adapted to purchasers 
of small amounts of insurance, with pre- 
miums payable to age 85 or limited to 10, 
15 or 20 years, as the applicant may se- 
lect. At age 85 the insurance increases to 
$1,117, at which time the insured has the 
option of surrendering the policy for 
$1.000 in cash. 
+ . . 

Modified Life Policy—The modified life 
policy, originally designed as a duplica- 
tion of the Aetna Life's so-called half-rate 
policy, is withdrawn 

> > . 

Term Contracts—To the list of term 
contracts have been added a five-year re- 
newable non-convertible and a ten-year 
non-renewable non-convertible term, These 
contracts permit an applicant who wants 
purely temporary protection to obtain 
a reduction in rate by omitting the con- 
version clause. In all other respects they 
are identical with the five-year renewable 
convertible term and the ten-year non- 
renewable convertible term contracts re- 
spectively. No disability provision will be 
incorporated in these contracts with the 
exception that disability provision for 
premium waiver only may be incorporated 
in the ten-year non-renewable contract 
These contracts are subject to a maximum 
limit of $50,000. 

The five-year automatic conversion .con- 
retains its maximum limit of $100,- 


tract 

600 but on a well selected risk between 
aces 25 to 45 inclusive, personally solicited 
by a contract agent, the company will 


consider the latter’s recommendation with 
reasons therefor, endorsed by the man- 
ager or general agent, for an extension of 
limit in an individual case by an 
amount not exceeding $100,000 provided 
that with such extension the total life 
insurance in this company shall not ex- 
ceed $300,000. 


this 


* > . 
Disability Provisions—There has been 
little demand for the restricted permanent 
total disability coverage provided by Dis- 


FACTS IN REPORT OF 
NEW ENGLAND MUTUAL 


AVERAGE POLICY INCREASED 


Attention Called To the Fact that 
Mortality Due To Violent Deaths 
Is Accentuated 


The New England Mutual Life’s an- 
nual report brings out some interesting 
information, The average amount per 
policy last year was $5,446 as com- 
pared to $5,006 the year before. The 
insurance in force increased 9.4 per 
cent, it now being $938,220,116. The 
death claims increased $28,371. These 
amounting to $6,420,148. There was 
$113,647 paid for on double indemnity 
policies. Such policies were in force on 
an average of 16.3 years. Premiums 
were paid on these policies on an aver- 
age of 14 years. The average age of 
the insured at death was 55.1 years. 


Increase in Violent Deaths 


The company calls attention to the 
fact that there has been a marked an- 
nual increase in violent deaths which 
were 154 for the year. Of these 56 
were due to suicide, 47 to automobile 
accidents, seven to carbon monoxide 
gas, four murders, 11 drownings, four 


railroad accidents. There were 207 
deaths from arterial-sclerosis, 298 from 
heart disease and 110 from. cancer. 


There were claims amounting to $97,- 
355 paid on 34 policyholders whose 
policies had been in force 55 or more 
years. 

The bonds held by the company 
amount to $95,369,740 yielding an aver- 
age rate of 4.82 percent. The total 
mortgage loans amount to $44,399,265 
yielding of an average 5.25 percent. The 
company has set aside $8,150,000 for 
dividend distribution this year being 
$1,000,000 more than would have been 
required by the former scale. 








ability Provision B. It is evident that 
the insuring public prefers to obtain the 
complete coverage granted by the Travel- 
ers Disability Provision A and to pay the 
necessary premium therefor. Disability 
Provision B is therefore withdrawn. Our 
experience has indicated the necessity for 
moderate increase in the rates charged for 
Disability Provisions A and C at the older 
ages. It will be noted that on certain 
forms such as ordinary life and twenty 
payment life the decrease in the basic life 
rate is greater than the increase in the 
disability premium so that the total rate 
on these forms shows a reduction. 
. * 7 


Salary Allotment Insurance—An_ in- 
vestigation of our salary allotment ex- 
perience necessitates certain changes 


which could not be determined in time to 
be incorporated in the regulations appear- 
ing in the new manual. These regulations 
are therefore amended in the following 
particulars: 
The minimum requirement for opening 
a salary allotment franchise where med- 
ical examination is required will be the 
consideration, 


same as for non-medical 
that is ten lives for $30,000 insurance. 
If a franchise covers different branches 
where different payrolls are involved 
each branch must meet the minimum 
requirement. 

The minimum monthly premium is 


established at $2.60. 

The preliminary inspection report 
with full information regarding the case 
will be submitted to the home office for 
review before commencing the solicita- 
tion of individual risks, 

All monthly premium statements will 
be forwarded direct to the employer by 
the Branch Office Gashier. 

. . * 

Minimum Amount of Insurance—The 
minimum amount of insurance which the 
company will issue under any life policy 
is $1,000. 


MacLean Made Actuary 


A. T. MacLean, associate actuary of 
the Massachusetts Mutual Life, has 
been appointed actuary te succeed the 





late C. H. Angell. 





RELIANCE LIFE LEADERS 
ANNOUNCED FOR YEAR 


SCHELLENTRAGER IS PREMIER 





G. V. Cleary of the Chicago Office 
Qualifies for the Presidency of the 
500,000 Club 





PITTSBURGH, Feb. 3—The home 
office of the Reliance Life has an- 
nounced its list of outstanding producers 
for the past year. 

E. J. Schellentrager of the home office 
once again led the entire field in paid 
business. He has not been included in 
any of the clubs, leaders’ prize lists or 
activities due to his personal desires in 
the matter. 

The “big ten” in commuted volume 
for the year were: G. V. Cleary, of Chi- 
cago; L. L. Davis, Lowry Agency; Saul 
Perlman, Western Pennsylvania; A. G. 
Gainey, Thompson Agency; Wilson 
Slock, Western Pennsylvania; F. M. 
Walsh, Michigan; R. A. Hilliard, south- 
eastern; W. H. Currie, southeastern; 
Saul Alexandre, western Pennsylvania, 
and F. J. Niver, Florida. 

Accident and Health Leaders 


The “big ten’ for the year in accident 
and health premiums follow: W. ; 
Currie, Southeastern; Ben Raich, IIli- 
nois; J . Rose, Rose Agency; A, G. 
Villee, Thompson Agency; G. V. Cleary, 
Illinois; H. I. Rosenberg, Seaboard; A. 
G. Gainey, Thompson Afency; Rudolph 
Smale, Northern California; F. M. 
Walsh, Michigan, and Wilson Slick, 
Western Pennsylvania. 

The leadership prizes for the second 
half of the year, those who were in- 
cluded five times among the first ten, 
follow: F. W. Walsh, Michigan, and 
P. F. Sheedy, Western Pennsylvania. 
Their prizes were $50.00 each. Those 
who appeared four times among the 
first ten leaders and who were awarded 
$25,00 each are . Rose, Rose 
Agency; Saul Perlman, Western Penn- 


sylvania, and Wilson Slick, Western 
Pennsylvania. 
G. V. Cleary Is President 


The $500,000 officers of the Perfect 
Protection Club are: President, G. V. 
Cleary, Illinois; first vice-president, Wil- 
son Slick, Western Pennsylvania; sec- 
ond vice-president, A. G. Gainey, 
Thompson Agency; third vice-president, 
F, M. Walsh, Michigan. 

The $250,000 Club officers are: Presi- 
dent, R. A. Hilliard, Southeastern; first 
vice-president, J. H. Rose, Rose Agency; 
second vice-president, W. Currie, 
Southeastern; third vice-president, B. J. 
Raich, Illinois. 

The $100,000 Club officers are: Presi- 
dent, L. L. Davis, Lowry Agency; first 
vice-president, A. C. Burns, Trammell 
Agency; second vice-president, Saul 
Perlman, Western Pennsylvania; third 
vice - president, William Cunningham, 
Tri-State. 

Those who won the right to enter the 
Century Circle last month on the 
strength of $100,000 volume paid, fol- 
low: Saul Alexandre, Wilson Slick, A. 
G. Gainey, H. I. Rosenberg, C. L. 
Neeler, I. B. Jacobson and V. R. Pat- 


terson. 


Propose More Capital 


A proposal that the Columbian Na- 
tional Life increase its capital stock 
from $1,500,000 to $2,000,000 will be 
made by the directors at the annual 
meeting Feb. 10. It will be proposed 
to issue 5,000 shares of new stock, giv- 
ing the old shareholders a right to 
subscribe in the ratio of one to three 
shares now held at $125 per share, of 
which $25 per share will be added to the 
surplus. 


Hereford on Panama Cruise 
President A. L. Hereford of the 
Springfield Life and Mrs. Hereford are 
on a month’s cruise to Panama and 
southern ports. 


“save money. 





SELECT A DESIGNATION, 
THEN APPLY YOURSELF 


—_——_ 


WEBB ADVISES LIFE AGENTS 





Vice-President of National Life Speaks 
to Federal Life Convention 
in Chicago 





“A great majority of men never arrive 
because they have no place to go,” said 
Walter E. Webb, vice-president Na- 
tional Life of the U. S. A., in his ad- 
dress to the Federal Life convention in 
Chicago on Jan. 27, on “The Successful 
Life Agent.” “The first thing a man 
should do,” said Mr. Webb, “is to de- 
cide what he wants to do and get a des- 
tination. Having decided upon a logical 
destination he must start ahead. He 
must rely on his own judgment and 
read and observe how other men succeed 
and take the portions that seem to fit in 
his scheme and use them. The success- 
ful life agent should be loyal. This 
does not necessarily mean that he should 
be a “Yes” man, according to Mr. Webb, 
but a man who is loyal is dependable 
and his statements are true. “If you 
treat a man on the square,” said Mr. 
Webb, “you will very rarely have him 
take advantage of you. And if you feel 
that a man is sincere you can place con- 
fidence in him. If you are with an in- 
stitution that is loyal you have a big 
future.” 

No Secret of Success 

There is no secret to success, stated 
Mr. Webb, in insurance or in any other 
business. Success depends not on ac- 
quiring abilities that a person is lacking, 
but in employing self-determination and 
in applying one’s self. “A successful life 
agent,” the National Life vice-president 
said, “is one who has developed a rea- 
sonable sense of value. Few men accu- 
mulate much money because they spend 
all they get. If you want to make a 
success, ask yourself if you want to 
If you don’t, drop out of 
the race because you haven't the seed of 
success. The seed of success is saving.” 
Mr. Webb also said that the agent must 
be a good example for his prospect. He 
also stressed the importance of getting 
the quality of common sence hooked up 
with the mentality that is used every 
day. “When we do something,” he 
added, “there is something that tells us 
to hesitate, it is not the same as con- 
science, it is common sense. When we 
are able to hook up this common sense 
with our every-day mentality we have 
covered a great distance.” 


Warns Against Trickery 


The speaker said that he always 
thought it would be nice to have sales- 
men come in and see him so that he 
could see where they failed. He discour- 
aged the idea of obviously drawing a 
chair close to a man. “If you draw your 
chair close to a prospect, he feels that 
you are trying to get the best of him.” 
Mr. Webb warned agents against being 
antagonistic and against aggressive ac- 
tion. “When you go in to see a pros- 
pect,” said Mr. Webb, “do not be tricky 
about it. Tell him your name, your 
business, your goods and why he should 
buy. If vou are sincere he does not feel 
that he is getting tricked into buying. 
The thing,” concluded the speaker, “that 
makes the sale is the belief on the part 
of the salesman that his insurance is 
what the prospect needs. Of course 
there are certain limitations to this be- 
cause the prospect must be in the mar- 
ket to buy.” 


Nelson Was a Speaker 


M. C. Nelson, Iowa state manager 
for the Equitable of Iowa, was the prin- 
cipal speaker at the annual dinner of 
the Sioux City branch of the company 
last week. C. W. Cottingham is dis- 
trict manager in Sioux City, and acted 
as chairman of the meeting. 
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TAGGART AND BEHA ARE 
SPEAKERS IN PITTSBURGH 


GREET NEW COMMISSIONER 


New York Superintendent Said State 
Departments Desire to Help Com- 
panies Along Constructive Lines 


PITTSBURGH, Feb. 3—“A_ good 
insurance agent is as important as the 
company and the agent who is in the 
business only for his ‘slice’ or commis- 
sion should be eliminated for the good 
of the business.” This declaration was 
made by James A. Beha, superintendent 
of insurance of New York, at the first 
annual banquet of the Insurance Club 
of Pittsburgh in one of the greatest and 
most inspirational gatherings of insur- 
ance men ever held in the western part 
of Pennsylvania. It was attended by 
approximately 900 men and women, 
representatives from all lines of the in- 
surance business and from various sec- 
tions of this and other states. 


Lott Introduces Beha 


Mr. Beha paid a glowing tribute to 
the newly appointed insurance commis- 
sioner of Pennsylvania, M. H. Taggart, 
who was one of the honored guests and 
for whom he predicted a happy and suc- 
cessful administration. “The people of 
Pennsylvania are to be congratulated at 
having such a man at the head of their 
insurance department,” he emphasized. 

Col. Taggart, who was introduced for 
“s first time to the insurance men of 
this section of the state, made a decided 
impression and pledged his cooperation 
in elevating the standards of insurance 
in Pennsylvania to the same high scale 
they have reached in New York under 
the administration of Mr. Beha. Col. 
Taggart declared he was not going into 
office as a reformer, but to correct in- 
surance methods where correction is 
needed and as fast as possible. “T will 
make every attempt,” he said, “to make 
the insurance business in this state be- 
yond reproach.” He declared the gov- 
ernment of America would collapse if 
the insurance features were taken away. 


Paid Tribute to Taggart 


Francis S. Guthrie, president of the 
Insurance Club, presided. In addition to 
Col. Taggart and Mr. Beha, Edson $ 
Lott, president of the United States Cas- 
ualty, spoke, his talk being crowded 
with humor and good feeling. 

Col. Taggart in his talk urged the in- 
surance fraternity to cooperate with him 
in his every effort to promote that busi- 
ness to the highest plane. It is one of 


his ambitions, he said, to have his name 
on a par with that of Superintendent 
Beha. He also asked cooperation in 


enabling him to serve Pennsylvania in 
correcting those things that need cor- 
rection. 

His talk in part follows 

“No business in the world is bigger 
or more important than the insurance 
business. I have been told that there 
are more than 150 different kinds of 
insurance. Just think of it. It is hard 
to believe. Imagine what it will be in 
ten years from now. New ideas of pro- 
tection, not yet conceived, will be 
worked out in time and for the benefit 
ot mankind and the business and indus- 


try of the world. If you were to take 
away from this government the insur- 
ance features it would collapse. A club 


such as this one has many ideas and is 
a fertile field for ideas and it is there- 
fore not only important but necessary 
as well to take up and develop them. 
It has been a great pleasure and a priv- 
ilege to be here with you tonight and 
to hear from you your offers to cooper- 
ate with me in my work. Give me the 
best in you and I will measure it back 
o you,” 
James A. Beha Speaks 


Mr. Beha was tendered a mighty ova- 
tion as he arose to address the gathering. 
His talk in part follows: 

“The insurance department is in exist- 

















PLAN ANNUITIES FOR NURSES 


An insurance scheme to protect nurses 
after their earning powers have ceased 
is being organized here as a result of 
the $50,000 gift made by William E. 
Harmon to start the Harmon 
tion for the Advancement of Nursing. 
By the plan the association hopes to pay 
annuities of almost $1,000 to nurses re- 
tiring at age 60. Nurses are paid rather 
well for their services, but as their work 
is very irregular, their average annual 
incomes are so low that they are enabled 
to save little. 
nurse wishing to join the association will 
pay month, as also will her em- 
ployer. In case she withdraws 
the profession or wishes to drop her 
membership, she is protected against loss 
by the refund of her payments. Money 
paid by her employer goes into a gen- 
eral fund. Because of this and the fact 
that gifts are expected from persons 
interested in the association, it is 
thought that a higher annuity can be 
paid than that figured by actuaries. 

es s 
KAHN’S IDEA OF PROSPERITY 


Otto H. Kahn, 


$5 a 


great financier and 
patron the arts, speaking at the an- 
nual dinner of the agency convention 
of the Metropolitan Life here last week, 
said that American prosperity, which 
was speeded by the war although it was 
bound to come, was due to many inter- 
related elements—our natural advan- 
tages and resources, a continent free 
territorial conflicts and customs bar- 
riers, a wise constitution, a hard-work- 
ing and intelligent population, equal 
opportunity on the road to the top, lack 
of caste in American life, instalment 
buying, good relations between capital 
and labor, the wide latitude given busi- 
ness, and the great idea of thrift incul- 
cated by Liberty Loan drives, savings 
banks and life insurance companies. 
“Incidentally,” he said, “I would point 
out that to cultivate art, to love and fos- 
ter it, is entirely compatible with the 
qualities that make a successful busi- 
ness man. It does not weaken a man’s 
fibre. On the contrary, it makes it 
more elastic, more capable of withstand- 
ing strain. Many examples might be 
cited, beginning with the records of 
ancient times, down to such recently de- 
parted figures as Morgan, Frick, Wid- 
ener, Juilliard, men who were eminently 
successful in business and at the same 
time loved and cultivated art and ac- 
tively furthered its cause.” In a com- 
ment upon the prevalent unrest and de- 
fiance of the law, Mr. Kahn attributed 
much of it to a “reaction against the 
humdrumness and lack of inspirational 
opportunity of everyday existence,” a 
condition that will gradually vanish as 
Americans continue to become more and 
more interested in the creation of cul- 
tural values and spiritual assets. 
* * * 
STARTS PRACTICE 


or 


of 


AT HOME 


Concrete evidence not only of the di- 
rect but the almost immediate effect of 
agency educational courses is afforded in 
a story related recently by Gerald A. 
Eubank of the Hart & Eubank agency 
here of the Aetna, which two weeks ago 
opened a course of six lectures by ex 
perts on trust company cooperation. A 
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prominent local broker attended the first 
lecture, heard the nature and operation 
of life insurance trusts explained, and 
then and there decided that he would 
begin to practice what he preached by 
taking a first step toward creating a life 
insurance estate for himself. This first 
step took the form of a $50,000 ordinary 


policy, which was taken out and paid for 
the very next day. 
x * * 


WRITES $1,000,000 LINE 


A $1,000,000 line was recently written 
here by H. W. Gennerich of the Dore- 
mus agency of the Guardian Life. The 
exact amount was $1,060,000, which in- 
cludes both personal and business in- 
surance on the life of a client whom 
Mr. Gennerich first wrote in 1919 for 
$190,000. This brings his total hold- 
ing up to the $1,250,000 mark. As well 
he might after his accomplishment, Mr. 
Gennerich is now enjoying a win- 
ter vacation in the south 


short 


* x 

AGENCY CONDUCTS DRIVE 

The 
dian 
drive 


here of the Guar 
midst of a special 
in honor of Man- 
Che campaign 
co ynclude Feb 15 
drive an appeal 
mber of the 
one applica- 
applications 
$158,000 


Landau agency 
Life is in the 
for new business 
ager Leo D. Landau. 
began Jan. 15 and will 
On the first day of the 
was made to every me 
agency to submit at least 

The result was 17 
12 men for a ) 
* 2 


GUARDIAN LIFE HOLDS MEBRTINGS 


nhion 


trom total ot 


The Guardian Life is holding through- 
out the country a series of managers’ 
group conferences, at which Vice-Presi- 
dent T. Louis Hansen and Inspector of 
Agencies James A. McLain are present- 
ing the company’s plans for the coming 
vear and discussing with the managers 
the best methods to be adopted in 
“Building the Agency in 1927." The 
managers of the eastern district met 
last week at Atlantic City, gvhile this 
week those of the central district met at 
St. Louis. The Pacific Coast confer- 
ence will be held on Feb. 10-11 at San 
Francisco. The last of the series will 
be held at Biloxi, Miss., on Feb. 21-23 
for the managers of the southern and 
southwestern districts 

* 
WAR INSURANCE WEEK 

War insurance week began here Mon- 
day in accordance with the recent proc- 
lamation of President Coolidge urging 
3,000,000 ex-service men who allowed 


their government insurance to lapse to 
renew their policies. The privilege of 
reinstating lapsed policies expires July 2 
In the meantime for- 


of this year. any 
mer policyholder can renew his insur- 
ance by paying the premium for the 


it lapsed and for the 
reinstated. M. E. 
ior the veterans 
states, declared 


month in which 
month in whihc it is 
Head, chief coordinator 
bureau for the eastern 
this week that in New York state alone 
about 400,000 ex-service men, who were 
once insured for $3,000,000,000, have 
allowed their policies to lapse. Such an 
estimate would give New York City 
some 250,000 ex-service men with lapsed 
government in aggregating $1,- 
875,000 


surance 











ence for but one purpose, and that is to 
help the insurance business and every 
phase of it. We can't help the public 
without helping the business. The life 
companies are beginning to realize it 
more and more. it has reached a con- 
fidence with the public. No business is 
so successful or growing so much as life 
insurance business and it gets from the 
insurance departments the good it has to 
offer. 

“The other group, fire and marine 
companies, are beginning to realize the 
insurance department is its friend and 
not an enemy and we can help them. 


One of the common practices in the in- 


surance business is dodging. The com- 
panies blame the agent; the agent 
blames the broker; the broker blames 
the public and the public blames the 
insurance business. We are trying to 


make 
dodge. 


each play its own part and not to 
The follies in the insurance busi- 
ness are being eliminated. The insur- 
ance departments in many states have 
much to do with it. I don’t know what 
the people of America would do without 
insurance in their business. It contrib- 
utes to the success of everything around 
you. Give the public that protection.’ 





FRATERNAL L CONGRESS 
TO MEET IN CHICAGO 


PROGRAM IS NOW ANNOUNCED 





Number of Interesting Topics Are to Be 
Discussed at the Mid-Winter 
Conference 


The mid-winter meeting of the presi- 
dents’ section of the National Fraternal 
Congress will be held at the Hotel Sher- 
man in Chicago, Feb. 22-23. S. H. Had- 
ley of the Protective Home Circle is 
president; J. A. Kapps of the Chicago 
Fraternal Association is vice-president 
and John R. Frazer of the A. O. U. W. 
of Arkansas is secretary-treasurer. The 
program is as follows: 

Tuesday, 10 A. M. 

Welcoming address, S. H. 
President, Presidents’ Section. 

Address—"Timely Topics,” 
Snyder, President National 
Congress of America 

“Practical Service 
fit Societies to 
John J. Lentz, 
surance Union 

Discussion led by Miss Bina M. 
Supreme Commander Woman's 
Association 


Hadley, 


John Cc, 
Fraternal 


for Fraternal Bene- 
Meet Modern Conditions,” 
President, American In- 


West, 
Benefit 


Tuesday, 2 FP. 
Life 


Reports Are 
Vice President, 


“How 
Made,” Walter C 
Retail Credit 

“Should 
Issuing All 
perience Table 
Privileges Than 
W. A Fraser 
Woodmen of the World 

Discussion led by Hill Montague, 
President, Golden Seal Insurance Society. 


Inspection 
Hill, 
Company 
Fraternal Benefit Societies 
Contracts on American Ex- 
Rates Be Allowed Greater 
Now Permitted by Law?" 

Sovereign Commander, 


“Report on the Progress of Legisla- 
tion Now Before the Congress,” F. G. 
Davidson, Chairman, Committee on Stat- 
utory Legislation N. F. C. of A. 

Wednesday, 10 A. M. 

“Pushing Sales; Which Line of En- 
deavor Procures the Best Results?” 
A. W. Frye, Supreme Commander, The 


Maccabees 

Discussion led by W. R. Shirley, Presi- 
dent, Brotherhood of American Yeomen. 

“The Collection of Monthly Payments; 
How Can We Secure the Greatest Effi- 
ciency,” Mrs. Mary E. LaRocca, Supreme 
Guardian, Woodmen Circle. 

Discussion led by E. C. LaFeau, Presi- 
dent Junior Order, United American 
Mechanics 
Wednesday, 2 P. M. 
Outstanding Changes, if Any, 
Are Necessary to Perpetuate the Frater- 
nal Benefit System?” A. G. McKnight, 
President, Modern Samaritans. 

Discussion led by Mrs. Frances Buell 
Olson, National President, Degree of 
Honor Protective Association 


“What 


“The Official Journal; Do the Benefits 
teceived Justify the Time, Money and 
Effort Expended in Its Publication? Is 


There a Better Medium of Contact With 


the Member?” 
Beneficiary Change Upheld 
Circuit Judge Hall of St. Louis holds 


that the beneficiary of an insurance pol- 
icy may be changed at any time accord- 
the desire the insured, and 
in effect be held as a change in 

Judge Hall announced this de- 
cision in a case involving $100,000 in- 
surance with the Columbian National 
Life left by Dr. John T. Tierney, who 
died July 28, 1926, making his wife, 
Mrs. Margaret Curran Tierney, bene- 
ficiar) The company had asked the 
court direct to whom the insurance 
paid, since children of 
Dr. Tierney questioned Mrs. Tierney’s 
right to receive payment. 

When the insurance was ori 
taken out Dr. Tierney named Mrs. Tier- 
ney as the beneficiary. Later he 
changed the policies to hold the 
insurance in trust for his wife and at 
her death for their children Subse- 
quently he again changed the policy, 
revoking the trust and naming his wife 
sole beneficiary 

Following Dr. Tierney’s death, Sol 
W. Gross was appointed guardian for 
the seven surviving children and con- 
tended they should get the money. 
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that became the mayor, one member of 
the commission being chosen for that 
place by his associates. 














Getting Business in February 


Tue Connecticut Mutua Lire gives 
some suggestions for getting business in 
February. It is well once in a while for 
agents to get off the beaten track of 
their regular prospect route and concen- 
trate on some special month, week, oc- 
cupation, or what not. It tends to jar 
one out of his accustomed pace. Some- 
times we become hardened to our rou- 
tine. A few days ago one of the old- 
time agents was looking over an agency 
bulletin which made suggestions as to 
occupations that seemed in 
condition. The old-timer felt that noth- 
ing could be told him. Yet in going 
over this list, a thought came that 
brought him considerable new business. 
Here are the suggestions that the Con- 
NECTICUT Mutua makes for soliciting in 
February: 


prosperous 


policyholders’ 


1. Go through your 
file and as you inspect each card ask 
yourself these four questions: 
a. Can he get insurance? 
b. Can he pay for it? (If he can't 
don’t waste your time on him 
now.) 


should he buy more life in- 


c. Why 


surance? 


d. Is there any real reason why I can- 
not sell him? 
2. Go through your January, Febru- 
ary and March age changes, analyzing 
each in the same way. 
3. Look over other cards in zone file 


when removing first two classes and ask | 


yourself the same questions. 

4. Take current prospects—direct 
connection leads, 
lvze in same way. 
and acquaintances and people with 
whom you have points of contact—these 
whom have been staying 


people you 


away from and who are the best pros- | 


pects in the world—put down their 


names on prospect slips and analyze. 

6. Arrange these according to zones 
and canvass by zones, seeing the best 
prospects first. 


interview make at least 


7. In every 
five separate and distinct efforts to 
close; many times the first time a man 


“No” is no sign that he really 


means it. 


says 


s. In every canvass ask for one very | 
tell them that you are try- 


special lead; 
ing to make this your biggest month. 


Knight and Day Program 


Tue Union Centrat Lire has now 
prepared a schedule for the two large 
cities of the country, that from the 
names of the managers will be an all- 
day 24-hour affair. A few years ago the 
Union Centrat took the bull by the 
horns in New York City and appointed 
a very progressive manager, CHar.es B. 
Knicut. Mr. Knicut has done wonder- 
ful work in that city for the company. 


In fact, the Unton CENTRAL Lire agency 
is one of the foremost there. Now in 
Chicago, it is pursuing a similar course 
in appointing Darspy A. Day as manager. 
It has hopes to duplicate the New York 
City record in Chicago. With KNicHT 


and Day in New York City and Chi- | 


cago, respectively, the Union CENTRAL is 
well fortified in the two big cities of 
the country. 


Chicago as Home Office Center 


CHICAGO again looms up as a home 
office center for insurance. While the 
city has not had what might be termed 
big companies, yet today it can boast of 
a number of most excellent institutions, 
some of medium size, others smal! 
They are giving a good 
themselves and as the years go by they 
are adding to their stature. The latest 
recruit is the TwentietnH Century Lire 
with Cuartes H. Boyer as its president. 


account of 


record in life, 


insurance 


made a 
health 

stamps him as a constructive 
the business. Chicago investors 
probably been interested in other direc- 
However, a num- 


Mr. Boyer has 
accident and 
have 


tions than insurance. 
ber of Chicago companies are now pay- 
ing excellent dividends so that invest- 
ments in local insurance stocks will be 
more attractive to the general public 
than heretofore. 


Excuses for Failures 


Many people excuse themselves and 
accuse others for being responsible for 
their failure. There is a great tendency, 
to use a slang expression, to “pass the 


buck.” The man who always has an alibi 
soon weakens his spinal vertebrae so that 
it is frequently difficult for him to stand 
straight. 


radio leads—and ana- | 


5. Go over in your mind your friends 


that | 
force in | 


time he was made active vice-president 
of the Polk County Trust Company, one 
| of the largest banks in the county. 


. & president of the 
Eureka-Maryland Assurance, was _ re- 
cently married to Miss Adelaide M. 
Clarke. Miss Clarke, a member of an 
old New England family, has been act- 
live in educational work. The marriage 
|came as a surprise. It took place the 
day following a dinner party given by 
| Mr. Maginnis to a host of his friends, 
similar to the party he is accustomed 
to give prior to his departure for Cal- 
|ifornia each year. None of the guests 
| knew that the marriage was to take 
| place the following day. Beside being 
| 
| 
; 


Maginnis, 


president of the Eureka-Maryland, Mr. 
Maginnis is a director 
Howard county, Mary- 
in civic affairs. 
California 
Mrs Ma- 


home 


commission of 
land. He is very active 
After an extended tour of 
|and the west coast Mr. and 
| ginnis will return to their 
Baltimore. 


Edward O'Neil, a pioneer in life insur- 
ance in western Pennsylvania, died re- 
cently in his home at Sewickley, Pa. 
Mr. O’Neil was for many years general 
agent in Pittsburgh for the National 
Life of Vermont. He retired from ac- 
| tive business four years ago on account 
| of ill health. 


George W. Huskinson, who has just 
been appointed Illinois insurance super- 
intendent after serving in the depart- 
ment for 28 years, more recently as 
deputy superintendent, receives editorial 
} mention in the Illinois “State Journal,” 
which comments most favorably on his 
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of the bonding | 


near | 











STEINMAN 


GEORGE W. 


1 


jexaminer and chief examiner before 
|}going with the Midland Mutual as 
| comptroller in 1912, being elected sec 
retary two years later. Mr. Steinman 
lis well known to the insurance fra 
ternity. 


|appointment. Mr. Huskinson has been 
a very conscientious worker and is 
known to many insurance agents | 


throughout the state. The Illinois “State 
Journal” says: 

“Twenty-eight years of conscientious, 
faithful service for the state of Illinois 
| were crowneg! by recognition when 
George W. Huskinson was appointed 
| by Governor Small to be superintendent 
of insurance. Mr. Huskinson came to 
Springfield during the administration of 
Governor Tanner and has served the 
state since that date, either in the in- 
surance department or as a bank 
aminer in the office of the state aud- 
jitor. The appointment is worthily be- 
stowed where it is deserved and where 
| competency and efficiency have been 
attained after many years in the details 
of insurance supervision. Promotion in 
state employment. where promotion has 
been earned by faithfulness and devo- 
tion to duty, is as necessary to good 
public service as it is in private life to 
business success. We are glad to see 
the fact recognized, as it has been in 
Mr. Huskinson’s case.” 


Elmer S. Albritton, district agent at 
Dallas, Tex., for the Jefferson Standard 
Life, has been elected president of the 
Julian Price Club in recognition of his 
production record in 1926. Mr. Albrit- 
ton formerly was with the Minnesota 
Mutual. He went to Dallas in 1907 and 
left in 1911 only to return again in 
1921. He is a leader in life insurance 
circles in Texas. 


George W. Steinman, who has been 
secretary of the Midland Mutual Life 
of Columbus, O., since 1914, was elected 
vice-president and secretary at the an- 
nual meeting last week. Mr. Steinman 
was born in Lancaster, O, graduated 
as an attorney and spent several years 
in the Ohio insurance department as 





|of the Standard Life 


eX- | 


| production in the past, 


Chicago, man- 
Life in that 
party cele- 


Karl B. Korrady oi 
ager of the Missouri State 
city, was given a birthday 
bration by his agents and office em- 
ployes Saturday. He was presented 
with applications for $250,000 new life 
insurance and more than $1,800 health 
and accident premiums. This business 
Was secured in five days time. There 
were 40 present at the luncheon. He 
was presented with an ice water set 
Paul W. Duffy made the presentation 
of the new business and W. C. Keck 
of the gift. 


James F. Egan, the new division man- 
ager of the American National of Gal- 
veston in charge of ordinary business in 
Michigan, Minnesota, Missouri, Illinois, 
Iowa and Kansas, is making his head- 
quarters in Chicago. He served for 
some time as superintendent of agencies 
at Decatur, IIl., 
merged with the International 
Life. Last year he was special home 
office representative of the Ohio Na- 
tional Life. 


which 


Fred L. Hirsch, of Dallas, for many 
vears with the Pacific Mutual Life, led 
the company’s agents in the production 
of paid-for business in 1926. Mr. Hirsch 
has won several company prizes for 
but had never 
been first in paid-for business. 


E. W. Randall, president of the Min- 
nesota Mutual, is at Biloxi, Miss., for a 
brief winter vacation. He is accom- 
panied by Mrs. Randall. 

Wassam, head of the 
the commerce de- 


Prof. 
insurance 


Clarence 
course ot 


| partment at the University of Iowa, 


semester broadcast a_ series 
addresses over station 
WSUI at Iowa City. His talks, 12 in 
number, will cover all phases of in- 
surance salesmanship and will be broad- 
cast one each week, on Monday nights. 
starting Feb. 14. They will be on the 
air from 7 to 7:50 p. m 


P. W. Fahey of Langford & Fahey, 
general agents for the Northwestern 
Mutual Life at St. Paul, was the prin- 
cipal speaker at this week’s meeting of 
the Midway Business Men's Luneheon 
Club there. He traced the development 
of the insurance business in America. 
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FRANKLIN W. GANSE RESIGNS 





Nationally Known Boston General 
Agent Will Give His Time To 
Establish Protection Service 





BOSTON, Feb. 2.—Franklin W. 
Ganse, a prominent member of the ex- 
ecutive committee of the National As- 
sociation of Life Underwriters, and na- 
tionally known for his writings and ad- 
dresses on inheritance tax programs and 
life insurance trusts, Mas resigned as 
general agent of the home office agency 
of the Columbian National Life in Bos- 
ton, a position he has held for the 
past 16 years. He will devote his time 
to personal production, estate protec- 
tion work and writing. 

Mr. Ganse became an agent of the 
Columbian National in Chicago in 1903, 
when the company was one year old. 
In 1904 he was made manager of the 














FRANKLIN W. GANSE 


new Chicago office and was in charge 
of it until 1905, during which time he 
led all of the agencies of the company. 
He was called to Boston on the sud 
den death of Vice-President William 
6b. Woodbridge and acted as vice-pres- 
dent and director of agencies until 1910 
In 1911 he took over the home office 
general agency which he has since 
handled. Last year Mr. Ganse estab 
lished the Ganse Estate Protection 
Service in response to a demand for 
his tables and publications and his re- 
tirenrent from agency duties will give 
more time for the development of this 
service, 

rhe agents of the Ganse agency last 
week tendered a luncheon to Mr. Ganse 
Following the luncheon the agents pre- 
sented Mr. Ganse a framed testimonial 
of their love and esteem for him, hand- 
somely engraved and signed by all the 
agents present. 


CAMERON MADE AGENCY HEAD 

Well Known Aetna Life Manager in | 

Minneapolis Becomes General Agent 
for Equitable of Iowa 


E. W. Cameron has been appointed 
by the Equitable Life of Iowa as state 
agent for Minnesota. For 17 years he 
has been identified with the life in- 
Surance business in Minesota, having 
Started in 1910 with the Northwestern 
National Life as general agent for Min- 
neapolis and St. Paul territory. 

In 1921 Mr. Cameron was appointed 
as general agent for the Aetna Life for 
the northwest half of Minnesota. About 
the same time he completed plans for 
intensive devefopment of the state, and 
also took into the firm H. W. Kavel; | 











THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


FINANCIAL CONDITION, DECEMBER 31, 1926 


ASSETS 
First Mortgage Loans... ...$27,177,778.18 
(On farm and city property 
appraised at $63,215,168.00) 
Home Office Building and 
Other Real Estate....... 3,180,114.47 


(Owned free of incumbrance) 


Loans to policyholders..... 
(No loan exceeds the cash value 
of the policy) 


Interest Due and Accrued. 610,843.96 


(On mortgage loans, policy loans, 
bank deposits, etc.) 

Net Premiums in Course 
Oe CO cc ccwenseeae 1,448,884.04 


(These premiums were due but not 
received at the home office on Dec. 31) 


Cash in bank and office.... 409,540.47 


($341,000 at interest) 


Net Admitted Assets. .$37,180,244.71 


LIABILITIES 
Policy Reserves .......... $31,504,178.02 
(On deposit with the State of Indiana) 
Additional Policyholders’ 
| APR SE 
(Amounts set aside for, or already 


apportioned to policies in addition to 
the reserves) 


Pe CA bedccs cannes 
(Claims reported on which no proofs 
have been received) 


Reserve for Taxes ........ 
(Payable in 1927 


Premiums and Interest 
(Paid in Advance) 


Other Liabilities .......... 
(Agents commissions, medical fees, etc.) 


Contingency Reserve ...... 


Unassigned 
surplus ..... $2,000,000.00 
Capital Stock.. 2,000,000.00 


372,471.34 


463,737.01 


298,365.97 
207,713.46 

45,636.72 
288,142.19 


Surplus to protect policy- 
SN 5 1; ches odacnnané 4,000,000.00 


To Balance Assets.......$37,180,244.71 


Progress shown in 5-year Periods 


INCOME 
ee $ 67,052 1906 
Dl cdncnknaekeaeeel $ 274,659 1911 nats 
SN cca okt heGnd ae $ 1,166,710 eS 
gh eee et $ 6,291,084 1921 . 
eo ee eae $13,646,227 1926 


Growing reasons 


ASSETS 


INSURANCE IN FORCE 


$ 162,621 ees: $ 1,810,000 
..$ 630,855 St Unde nduée ....-$ 6,509,730 
$ 2,988,621 a etanaueie ...-$ 31,066,552 
. .$12,804,079 .$197,975,418 
$37,180,245 1926 $460,499, 883 


why it pays to 
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it being known as the Cameron & Kavel 
agency. Mr. Kavel was previously as- 
sociated with the Dunwoody Institute 
of Minneapolis. 

During the period of 1921-1927 the 
time that Cameron & Kavel agency was 
in existence, they developed one of the 
leading agencies in the northwest, be- 
gining in the 64th position among the 
company’s agencies in United States 
and Canada. The Cameron & Kavel 
agency advanced until it had attained 
the eleventh position in the production 
of ordinary business, third position in 
group insurance, and fifth place in pre- 
mium income of all of the agencies. 
The premium income developed from 
$250,000 annual income to over $1,250,- 
000 in 1926. 


Mr. Cameron is well known in other 
circles outside of business activities, 
having been in thhe Minnesota legisla- 
ture for the past six years as state 
senator, retiring the first of the year, 
from his district. He has been the In- 
ternational president of the Lions and 


is spoken of, and.Js often referred to as 
the “Daddy of Lionism,” having been 
one of the originators of this organiza- 
tion. 

The Equitable Life is opening a new 
suite of offices with the agency head- 
quarters in the Plymouth building, 
Minneapolis. “Mr. Cameron will have 
associated with him S. M. Snell and 
H. W. Darr, who will continue to rep- 
resent the company in Minneapolis as 
special representatives, and Arthur C. 
Lesch from the Minneapolis fraternity, 
having spent several years in the life 
insurance business, who has been ap- 
pointed as district manager under Mr. 
Cameron for the Minneapolis territorv. 

Joseph Friedman has been anpointed 
as district manager with offices at 1955 
University avenue, Midway District, St. 
Paul and Minneapolis. Mr. Déters and 
Mr. Groff of St. Paul will continue to 
represent the Equitable Life of Iowa as 
special. representatives in the St. Paul 
territory. Mr. Wickstrom of Duluth is 
district manager of the Duluth agency. 


PAUL CLARK PROMOTES AIDS 


Associate General Agents and Super- 
visors Appointed for Growing 
Boston Agency 
BOSTON, Feb. 3.—Paul F. Clark, 
head of the Paul F. Clark agency of 
the John Hancock Mutual Life in Bos- 


ston, announces the appointment of 
Frank T. Bobst and William E. Col- 
lins as associate general agents. Philip 


statistician 
Clarence 


L. Maxey becomes agency 
Richard Blackmur and 
W. Wyatt agency supervisors. 

Mr. Bobst, a graduate of Dartmouth, 
who was in service two and one-half 
years, most of the time overseas, joined 
the Clark agency when it was formed 
in 1921. He was first a special agent, 
then made supervisor and on Jan. 1, 
1926, became agency supervisor. He will 
have direct charge of the production of 


the full time agency force. Mr. Collins 
had his first insurance experience with 
the Prudential in the weekly premium 


department. He joined the John Han- 
cock family through the agency in Mal- 


den in 1921. In 1923 he came to the 
Clark Agency as a special agent, and 
more recently was made supervisor in 


charge of junior agents. He is a big 


personal producer. 


Mr. Maxey, who also saw service 
overseas, gained his first insurance ex- 
perience with the John Hancock in 


Baltimore, where Paul F. Clark started 
his career. He came to Boston and 
was for a time with the Moore & Sum- 


mers general agency of the New Eng- 
land Mutual Life. In August, 1924, he 
joined the Paul F. Clark agency as a 
special agent. He was made councillor 
in 1925. 

Mr. Blackmur ioined the Clark 
agency in 1923. He was the leading 
producer of the agency in 1926 and has 
had a consistent weekly production for 
more than two years. He will be 





charged with assisting agents in pre- 
paring and closing cases and general 
direction of work. Clarence W. Wyatt, 
who becomes agency supervisor in 
charge of production, has been with the 
agency since it was organized six years 
ago. 


Harold D. Krafft 
Harold D. Krafft, general agent in 


Life, has 


Pittsburgh for the Standard 
of the 


taken over the general agency 
Standard Life in Washington, D. 

Mr. Krafft went to Pittsburgh three 
vears ago as general agent for the 
Standard and has been active in life in- 
surance circles. In 1925 he was chair- 
man of the finance committee of the 
Pittsburgh life underwriters, in 1926 he 
was vice-chairman of the sales congress 
committee and the past year he has been 
first vice-president of the association. 
The board of directors of the associa- 
tion, before he left, presented him with 
a beautiful smoking stand. 

Mr. Krafft was an instructor in the 
life insurance school of the University 
of Pittsburgh under Dr. Rockwell and 
for the past two and one-half years he 


has been one of the instructors in the 
life insurance course offered by the 
Y.M.C.A 





Morgan & Fuller 


A new general agency has been estab- 
lished in Indianapolis by the Lincoln 
National Life, occupying quarters at 
402-3 Mever-Kiser Bank building, with 
the firm of Morgan & Fuller in charge. 
Bert C. Morgan for many years has 
been a prominent figure in Indiana po- 
litical circles and for several years was 
in charge. of the Indiana dry law en- 
forcement organization of the federal 
government. Bert C. Fuller for many 
years has been a prominent figure in life 
insurance circles and also has taken an 
active part in Indiana politics at times. 


3efore taking his government position 
Mr. Morgan was engaged in the insur- 
ance business. 





F. O. Gregg and C. R. Wallace 


F. O. Gregg, formerly of Waterloo, 
la.. where he was district manager tor 
five years for the Western Life and 


later district manager for the Bankers 
Reserve, has been selected as north 


Texas manager for the Alamo Life of 


San Antonio, Tex., with headquarters 
at Dallas, where he has removed with 
his family and taken charge of the 
territory. C. R. Wallace of San An- 


tonio has been appointed district man- 
for nine counties in the Company's 


ager ¢ 
immediate home office territory. 
‘ D. H. Quirey 


Daniel H. Quirey, of the Quirey In- 


surance Agency at Sturgis, Ky., has 
heen appointed general agent for the 
Penn Mutual Life. Mr. Quirey has been 
in the insurance business for a num- 
ber of years. The firm originally was 
the Carney-Quirey Agency until Mr. 
Quirey recently purchased the interest 
of Mr. Carney in the business. 


E. G. Choutreau 


The National Fidelitv Life of Kansas 
City has entered California. E. G. 
Choutreau has been named general 
agent for the company with headquar- 
ters in Los Angeles. 


F. S. Munsell 
Fred S. Munsell of Columbia, S. C.. 


superintendent of the southern district 
for the New York Life, has left Colum- 
bia for Baltimore, where he will here- 
after make his headquarters, having 
charge of the Baltimore office, with su- 
pervision over the offices in Washing- 
ton and Wilmington, Del., and also re- 
taining his supervision of the southern 
district. 

The promotion is in recognition of 
Mr. Munsell’s services to the company 
and his achievements in Columbia. 
Fifteen vears ago he went to Columbia 
and has built up not only the Columbia 
office but has achieved similar results 





in both Georgia and North Carolina. | 
E. T. Ridgeway will be in charge of | 
the Columbia office. 


Ernest Hundahl 


United Benefit Life of Omaha, 
organized by officials of the 
Mutual Benefit Health & Accident of 
that city, has been licensed in Texas. 
Ernest Hundahl of Dallas was named as 
general agent for Texas. 


The 
recently 





Richard D. Lichtermann 


Richard D. Lichtermann, who has | 
been an outstanding figure in brokerage | 
circles in New York City for the past 
11 years, has become connected with 
the Keane-Patterson agency of the Mas- 
sachusetts Mutual Life in New York 
City. Prior to his entrance into the | 
insurance business in 1915, Mr. Lichter- | 
mann had had a varied experience as 
newspaper boy, automobile repair man, 
circularization and advertising specialist 
in building up newspapers and period- 
icals, and promotional expert for a mov- 
ing picture concern in its campaign for 
visual education in the public schools. 


P. L. Cochran 


Cochran, formerly 
of the Mutual Life of 
New York, but for thé last five years 
with the company in Portland, has re- 
turned to Spokane to be assistant man- 
ager under W. H. Shields. 


Ernest G. Gearhart 


Ernest G. Gearhart, who has been 
general agent of the Old Line Life of 
Milwaukee in Chicago, has become Chi- 


Percy L. with the 


Spokane agency 


| the Northwestern 


cago manager of the American National 
Life of Galveston in its ordinary depart- 
ment. Vice-President Shearn Moody 
and Manager of Ordinary Agencies Will 
H. Ford, from the home office, are in 
Chicago this week in connection with 
the opening of the office where Mr. 
Gearhart and Division Manager J. F. 
Egan will make their headquarters. 


Robert E. Murphy 


Robert E. Murphy, for the past two 
years the leading salesman of the Adams 
McFall agency, general agents for the 
Sentinel Life in Kansas City, has been 
added to the agency department of the 
Sentinel as field supervisor. Mr. Murphy 





| has gained quite a reputation both as an 
| organizer 


and as a personal producer. 
In the 30-day charter policy campaign 
which was the initial sales campaign of 
the Sentinel Life, Mr. Murphy wrote 65 
applications for a total of $225,000. 


A. Norman Dempsey 


\. Norman Dempsey, formerly with 
the Mutual Benefit Life and the Guard- 


| ian Life in Colorado, has been appointed 


general agent at Denver for the Min- 


nesota Mutual Life. 





Life Agency Notes 


A. W. Smith has been appointed district 
representative at Owosso, Mich., for the 
Northwestern National Life. 

Roy F. Clendennin, general agent for 
Mutual Life at Louis- 
ville, has announced the appointment of 
Joseph Severance as special agent. 

James E. Morton, former cashier of 
the closed Iowa Loan & Trust Company 
Bank in Des Moines, has joined the St. 
John & Carter agency for the Equitable 
of lowa. 








EASTERN STATES ACTIVITIES | 











SUPERVISORS HOLD MEETING 


ence at Home Office for District 
Leaders of State 





DETROIT, Feb. 2.—Michigan Mu- 
tual Life district supervisors held an in- | 
teresting get-together meeting and sales 
home office of the | 
company recently. Leonhard T. Hands, 
former state insurance commissioner, 
who was recently appointed supervisor 
for the company, attended 
sessions and met the supervisors. | 
He gave the address of welcome at the | i 
initial session. Two morning meetings 
and an evening banquet were held. At 
the first session a number of 
ing talks were given by men in charge 
of various Michigan districts for the | 
company. Speakers included, besides 
Mr. Hands, L. A. Nolan, Ithaca; H. M. 
Truesdell, Grand Rapids; A. M. Roche, 
Lansing; Roy Anger, Detroit; Fred A. 
Hadley, Ann Arbor; B. A. Whipple, 
Pontiac. Presiding at this meeting was 
J. W. Allen of Flint. 

Charles D. Livingston, recently ap- 
pointed insurance commissioner succeed- 
ing Mr. Hands, was the leading speaker 
at the banquet. 
Michigan Mutual as one of the con- 
servative old line companies of this 
state. He added a compliment for the 
agency organization whose spirit he 
praised. At the general session held the 
following day, officers of the supervisors’ 
as fol- 


conference at the 


Michigan Mutual Holds Sales contr 
| 
| 


ot agencies 
the 





state organization were named, 
lows: Roy W. Anger, president; H. M. 
Truesdell, vice-president; E. A. Hadley, 


secretary-treasurer; J. W. Allen and 
M. Roche were named to act with the 
officers as an executive committee. 


Columbia University Course 


NEW YORK, Feb. 3.—Columbia 
University announces that during the 
spring term it will offer a course in life 
insurance designed to meet the needs 
and requirements of home office em- 
ployes and agents who wish to obtain 
a general knowledge of the conduct of 
the business. James R. Trimble of the 


Mutual Benefit Life will be the instruc- 
tor in the course which will be held on 
successive Tuesdays for 14 weeks be- 
ginning Feb. 8. The subjects of the 
lectures will include a general history 
of life insurance, principles, policy forms, 


policy proceeds, taxation of companies 
and various legal aspects of life insur- 
ance. 


Enters “Insured Thrift” Field 


The United States Mortgage & Trust 
Company, one of the large banks of 
Cincinnati, has entered the “insured 
thrift” field. Deposits of not less than 
$25 may be made each month, no max- 
imum deposit being fixed. Upon re- 
ceipt of the first deposit, arrangements 


| are made for a life insurance policy call- 


interest- fi ing for benefits equal in amount to the 


estate to be created. Thus, on a de- 
posit of $100 a month, a policy for $12,- 
|} 000 will be taken out. The premiums 
| will be paid by the trust company from 
the deposits as is usual in such plans. 
For its services the trust company will 


| deduct annually 0.5 per cent on the prin- 


He paid tribute to the | 





cipal of the certificate. Unless some 
particular life company is specified by 
the depositor the insurance will be writ- 


ten with the Provident Mutual Life. 
The company plans to operate only 
through regularly licensed agents and 
brokers. 
Ohio Agencies Merged 
The Columbus and Marietta, O., gen- 
eral agencies of the Aetna Life, have 


been merged. H. Peter Gravengaard is 
in charge of the general agency. 


Roper Addresses Berlet Agency 


“Life insurance offers the biggest op- 
portunity of any of the businesses or 
professions, provided you sell, according 
to William W. (Bill) Roper, famous 
football coach, lawyer and politician and 
more recently Prudential branch man- 
ager, at the first of Jack Berlet’s second 
series of sales talks at the Guardian 
Life agency in Philadelphia. 

“Physical fitness is one of the prime 
requirements,” Mr. Roper stated, “but 
personal system is equally essential. 
Put down accurately and concisely what 


L 
ing 
liab 
the 
sup! 
trac 
the 
be 
accr 
prer 
The 
Hor 
polic 
was 
not 
The 
ure t 
ever 
repre 
of th 
of in 
to m.: 
Th 
merit 
Cle 8 s 
const 
and 
by th 
accru 
Perfo; 
_ The 
for $: 
at th 
stopp 
ing 
ceden 
or tho 
insura 
ment, 
with ¢ 
the tir 
ing pa 
forma: 








op- 
; or 
ding 
nous 
and 
nan- 
cond 
‘dian 


rime 
“but 
ntial. 
what 





February 4, 1927 


LIFE INSURANCE EDITION 23 











you intend to do tomorrow and let noth- 
ing keep you from following the sched- 
ule. Life insurance has unlimited possi- 
bilities and anyone can make a success 
of it provided he strives diligently to 
find the particular market in which he 
most naturally operates. 

Albert B. Kelley, president of the 
Philadelphia Association of Life Under- 
writers, in introducing Mr. Roper, said 
that he valued his license to sell life in- 
surance to a far greater degree than he 
did his sheepskin giving him authority 
to practice law. 





Clark Agency Record 


The Paul F. Clark agency of the 
John Hancock Mutual Life in Boston 
has just completed a most remarkable 
vear’s achievement in writing a_ total 
of $19,294,882 of new paid for ordinary 
business which, together with group in- 
surance and annuities, makes the grand 
total for 1926 of $28,043,676 of new in- 
surance, a total gain of $11,590,294 over 
the previous year. Six years ago, in 
1921, when this agency was established 
by Mr. Clark, previously for some time 
the John Hancock’s largest single pro- 
ducer in the country, although but then 
29 years of age, the new agency wrote 
$2,258,260 of ordinary business. 


The 


next year it jumped to $7,254,300. This 


was followed by ordinary writings of 
$9,436,111 in 1923, $11,818,855 in 1924 
and $15,145,082 in 1925. 
Indiana Life Insurance Bills 
Senate bill 22 introduced in the In- 


diana legislature by Senator O'Rourke 


Dickerman would repeal a 1925 


insurance policies must have an insur- 
able interest in the assured’s life. 
Senate bill 9, introduced by Senator 


Dickerman, would permit legal reserve 
life companies to use the word “trust” 
in their title, and Senate bill 28, intro- 


duced by Senator Doogs, t 
the use of the American Men table of 
| mortality. 





Bankers Reserve in Massachusetts 


The Bankers Reserve Life of Omaha 
has been admitted to Massachusetts, 
opening an office at Boston under the 
direction of Harry G. White. Last year 
| was one of the most successful years 
'the company has had. Its new paid 
| for business was $26,350,000, increase 
$3,332,000. Its insurance in 
now $110,000,000 increase about 
000,000. 


| 
| 


$9,- 
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SAY ELECTION MUST BE MADE | snanges of the western department, and 





Insured Must Exercise Option in Order 
To Obtain Its Benefits, Nebraska 
Court Holds 





LINCOLN, NEB., Feb. 3—In reliev- 
ing the Bankers Life of Lincoln of all 
liability under a $2,000 policy issued on 
the life of Orval L. Horner, the Nebraska 
supreme court says that where the con- 
tract of insurance calls for an election on 
the part of the holder, that election must 


be exercised in order that any benefits | 


accrue. Horner had stopped payment of 
premiums some time before his death. 
The action was based on the theory that 
Horner was entitled to receive all the 
policy called for, because any liability 
was denied. The court says that it can- 
not agree with that theory of pleading. 
The policy became void because of fail- 
ure to pay premiums, and no election was 
ever taken by the beneficiary or his legal 
representatives, there was no surrender 
of the policy and no evidence of record 
of incompetency on the part of Horner 
to make an election. 

The court says that while there is 
merit in the plea that all insurance poli- 
cies should be liberally construed, liberal 
construction does not mean that vital 
and material conditions can be ignored 
by the insured and rights enforced which 
accrue and become available only on the 
performance of the conditions. 

The lower court had given judgment 
for $500, the paid-up insurance available 

the time premium payments were 
yped. The court overrules this hold- 
ing. It says that where a condition pre- 
ced nt to the right of an insured person 

1 those claiming through him to paid-up 
insurance, on default of premium pay- 
ment, is an election to that effect, coupled 
with the surrender of the policy within 
the time and in the manner the contract- 
ing parties have agreed upon, unless per- 
formance of such conditions has been 


uived, there can be no recovery. 





Wisconsin Travelers Men Meet 


_ Several home office representatives 
trom Hartford will attend the annual 
ye een of the Wisconsin Bearcats, 


Travelers field force in Wisconsin, 
which will be held in Milwaukee Feb. 
4-5. The Bearcats include representa- 


| lic 


tives in all branches of insurance written | 


by Travelers. About 125 field men are 
expected to attend. Home office men 
who will attend are John Egloff and 


Joser ph Murtagh, agency assistants, who | 


Wi il] talk 


on liability lines; R. D. Safford, | 


P. W. Anderson in the fire lines; Dan 
r Bloxham and John W. de Forrest, 
assistant superintendents of agents, and 
J. E. Moschel, group supervisor, repre- 


senting the life, accident and group busi- | 


ness. In addition to these, H. 
Quinby, assistant district manager at 
Chicago, and W. C. Kirkland, district 


and Senate bill 45 introduced by Senator | 
i act | 
which requires that beneficiaries in life | 


would permit | 


force is 


manager at Chicago, will be present to 


talk on fire business. 

Friday night the annual banquet will 
be held. A big program of entertain- 
ment has been arranged. Saturday night 
there will be a dinner and an initiation 
of new members into the Bearcats. 





Set Kansas Code Hearing 


Legislative committees in Kansas 
have agreed upon next Monday evening 
for hearing insurance men and the pub- 
on the new insurance code. 
hearing was originally planned for this 
week. 





Recommends Increased Appropriation 
LINCOLN, NEB., Feb. 2—An in- 


crease of 20 percent in the appropriation 
for the state insurance department is 
recommended by Governor McMullen in 
his budget message to the legislature. 


The | 


It will require a 60 percent vote of both | 


houses in order to change this sum. It 
is not as much as the insurance men 
think the interests of the public demand, 
but it is the first time in years that even 
a start has been made at getting more 
money to finance its activities. A bill 




















This Plan 
Provides 


1. Easy Interviews 

2. Live Prospects 

. A Selling System 
Friendly Cooperation 
Increased Income 


If these features appeal to 
you it would be well 
worth your while to in- 
vestigate this PLAN, and 
the General Agency con- 





tract offered by a fast 
growing, old line Com- 
pany. 


Write in confidence to 


REGISTER LIFE 


INSURANCE COMPANY 
“Growing Since 1889" 
DAVENPORT - - - IOWA 























TWO WONDERFUL OPPORTUNITIES 
IN CALIFORNIA 
WHERE DREAMS OF SUCCESS IN LIFE UNDERWRITING COME TRUE 


Prominent Western Company is seeking two General Agents 
to establish and develop metropolitan general agencies—one in 
LOS ANGELES and one in SAN FRANCISCO. Only 
men of character and successful records of past experience 
considered. Attractive proposition. 


For Full information address 
W. H. SAVAGE, Vice-President 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL: 
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ROCKFORD LIFE INSURANCE COMPANY 


Francis L. Brown, Secretary 


NOW OPEN 


Write to 


ROCKFORD, ILLINOIS 





























The Complete Line of Office Equipment 


Allsteel Shelving 
for the Vault 
IGHT, strong, ex- 


tremely simple in 
construction. Made up 
in standard parts from 
which any shelving re- 
quirement in the vault 
can be met without 
special construction. 
It stacks easily and readily 
alongside any of the sections 
of vault filing equipment and 
gives added filing space 
where needed. 
The Allsteel mark on the 
shelving you buy is a guaran- 
tee that you've made a per- 
manent investment. 

Write for a copy of 

“Saving with Shelving” 
The General Fireproofing Co. 

Youngstown, Ohio 
Canadian Plant: Toronto, Ontario 


Dealers Everywhere 











; Attach this coupon to your firm letterhead 
l The General Fireproofing Co., Youngstown, 
1 Ohio. 

| Please send me without obligation | a copy of 
} your book “Saving with Shelving.” (N.U.) 
§ Name ...++-05- eeesenses oweceseeeenasetee 
Firm wn cccceneees een oneecn esedecscence 
BO Sovesd Nevvcocesccccesvcccccceseeseces 

OC SS DR. a causiwns 





THE | 


carrying the appropriation has been in- | vention. 


troduced in the house. 

Kirk Griggs, head 
department of trade 
which the insurance 


of the Nebraska 
and commerce, of 
department is a 


part, 
of an Omaha building and loan associa- 
tion, and has been succeeded by Clar- 
ence C. Bliss, banker of Elm Creek. 
Showed Big Increase 

The Wisconsin agency of the Central | 
Life of lowa, under the management of 
A. C. Larson, shows a gain in paid for 


business over the year 1925 of 22 percent. 
The agency wrote $11,000,000 of business 
for the year. Plans for the year 1927 
are under way and a quota of $12,000,000 
has been set. The record month of the 
year was May, with over $1,500,000 of 
business 


Milwaukee Agency Wins Contest 
The Milwaukee 


Guardian Life was 
dinner last week by Hillis C. 
manager, at the expense of the Indian- 
apolis agency of the company, asea re- 
sult winning a contest in November 
and December between the two agen- 
cies. The Milwaukee agency finished in 
3th place in the United States for 
December. 


of the 
at a 
Rhyan, 


agency force 
entertained 


of 


Company 
the Il- 
Peoria 
the as- 
Ww ork 


Farmers Consider Mutual 


At the annual 
linois Agricultural 
last week it was voted 
sociation continue its 
into the proposal to 
life insurance company 
the convention it was stated that tarm- 
ers need life insurance more than any 
other class because so many them in 
Illinois are carrying heavy 
on their farms. Donald Kirkpatrick, 
legal counsel for the association, stated 
that little insurance had been sold to 
farmers in the past five vears because 
of the agricultural depression. He said 
that few insurance agents endeavor to 
sell term insurance, which is best suited 
according 


convention of 
Association in 
to have 
research 
form a mutual 
for tarmers. <At 


ot 
Inortg 


ayes 


to farmers in bad times to 
his opinion. 
Fischer Agency Convention 
Chester O. Fischer, general agent ot 
the Massachusetts Mutual Life in St 
Louis, conducted a convention for some 


50 representatives of the company from 
southern Illinois and the eastern halt 
of Missouri last week The home office 
was represented by Joseph ©. Behan, 
superintendent — of Richard 
Little, actuary, John T. 
Wells, manager the benelit) depart 
ment. The forenoon was given over to 
discussion and conferences Mr. Fis 
cher entertained the home office officials 
and the members of the winning team 
of agents at a luncheon. In the after 
noon there were addresses by the home 
office representatives, leading agents 
and Mr. Fischer Miss Alberta 
Allen was elected president of the 
agents’ association through her pro 
duction in 1926 of $1,464,025, which 
placed her in the lead for the entire 
agency. In the evening Mr. Fischer en- 
tertained 81 agents and their wives, te 
gether with the medical examiners and 
friends of the agency at a dinner party. 
The speakers at the banquet were H. 
H. K. Schwerdtmann, retiring president 
of the St. Louis agents’ association: 
Dr. William F. Gebhart, vice-president 
of the First National Bank of Louis; 
Mr. Behan and Miss Allen. 


AYVeCNCICS;: 
assistant and 


ol 


by 


Reuling & Williamson Agency Meeting 


The Reuling & Williamson central 
Illinois agency of the Massachusetts 
Mutual held its annual convention in Pe- 
oria last week. Joseph C +e super- 
intendent of agencies, John Wells of 
the benefit department and mickeon Lit- 
tle, assistant actuary, from the home of- 
fice were in attendance. There were 
two business sessions, one in the morn- 
ing and one in the afternoon, with a 
luncheon and entertainment given by a 
a losing team of agents in the produc- 
contest which ended with the con- 


tion 


has resigned to become president | 


| firmation by 


NATION. AL UNDES RW RITER 
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In the evening the annual 
| banquet was held, at which time J. 
Hawley Wilson, president of the agents’ 
association, Richard Little, John T. 
Wells, Joseph C. Behan and Reverend 
Vernon Cooke, pastor First Congrega- 
tional Church of Peoria, were the speak- 
ers. General Agent Williamson presided 
as toastmaster and General 
ing distributed the prizes to the winners 


of the various contests held during 1926. 


Nebraska Bill on Mergers 


\ bill introduced in the Nebraska sen- 


ate provides that when any foreign in- 
surance company merges with a Ne- 
braska company it shall retain both 
home and executive offices in Nebraska, 


and its assets and reserves shall be gov- 
erned by the laws of the state. Mr. 
Osterman says that the 


by the recent sale of the North Ameri- 


Agent Reul- | 


| 
| 


bill was inspired | 


removal to 
of a legal 


can National Life and its 
Nashville and the troubles 
character that followed. 





McCaughey Agency Conference 


M. J. Cleary, vice-president, and 
Harry L. Ricker, assistant secretary, 
represented the home office of the 


Northwestern Mutual Life of Milwaukee 
at the agency conference held in Racine, 
Wis., last week by the W. F. Mc- 
Caughey general agency of the com- 
pany. About 50 agents attended the 
sessions. Mr. Ricker was in charge of 
the the first afternoon of the 
meeting and Flavel H. Wright, general 
agent in St. Louis, conducted the meet 
ing the next morning. Mr. Cleary was 
the principal speaker at the banquet 


session 
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MEMBERS OF BOARD REMOVED | 


Oklahoma Casein Declares Offices 


Vacant—Sends Hot Message 
To Legislature 
John Hamill, secretary and ex-officio 


member, and John Connolly, state fire 
marshal, were removed from the state 
insurance board of Oklahoma Friday by 
executive order of Governor Henry S. 
Johnston, and their offices declared va- 
cant, leaving only Jesse G. Read, state 
insurance commissioner, an elective offi- 
cial. Hugh P. D. Howard was appointed 
by the governor to succeed Mr. Con- 
nolly as fire marshal. Appointees for 
both vacant offices are subject to con- 
the senate. Mr. Howard is 
Oklahoma City man, and was _ for- 

state agent for the Merchants 
of Des Moines. His resignation of 
the state agency is now in the hands of 
the company, he stated 

In support of his nomination of Mr. 
Howard as state fire marshal, Governor 
Johnston Monday sent messages to the 
and senate, requesting that the 
activities of the insurance board 


an 
merly 
Life 


house 


State 


and the Mid-Continent Life of Okla- 
homa City be investigated The fire 
marshal is ex-officio a member of the 
board The message stated the governor 
understood that a Mr. Stuart. a promi- 


nent stockholder m the Mid-Continent, 
was questioning the fitness of Mr. How- 
ard for fire marshal. This is believed 
mean R. T. Stuart, president of the 
Mid-Continent Life. 

The also recommended that 
an investigating body look into fire in- 
surance companies, to determine if they 
are complying with the state law regard- 
and other matters. The mes- 
stated that insurance rates of 
this state are glaringly and knowingly 
extortionate. He recommended a 
thorough investigation of Mr. Howard. 


to 


rovernor 


ing bonds 
sage also 


also 





Hold Training School at Tampa 


Angus Williams of Tampa, general 
agent for the Pilot Life for that section 
of Florida, will open an agents train- 
ing school to be held at Tampa for 
four days to start Feb. 14. The school 
will he conducted by T. D. Blair, sup- 
erintendent of agents for the company, 
|and will be attended by about 15 agents 


| from different cities in addition to other 


agents and salesmen in Tampa who are 


invited to attend 


Carolina Companies Merged 


The Palmetto State of Columbia, S. C., 
has taken over the business of the 
Bankers National Life of Orangeburg, 
S. C., and the two offices of the com- 
panies will be combined, the offices of 
the Orangeburg company 
to Columbia. Officers of the enlarged 
organization are W. E. Atkinson, now 
of Orangeburg, chairman of the board: 
J. M. Walker, Columbia, president; C. 
C. Langley, Columbia, vice-president; 
M. E. Edenfield, secretary; Miss Sue 





being moved | 
|and discussing plans for 1927 


\aron, treasurer, and Tobias, Jr., 
counsel. Mr. Atkinson, who has been 
sauaiiens of the Bankers National, will 
have offices in Columbia, but for the 
time being will reside in Orangeburg 





Victory National’s Gains 


A net gain of 24 per cent im the 
volume of business transacted by the 
Victory National Life of Tampa, Fila., 
in 1926 over the volume for 1925 was 
reported at the annual meeting by Col 
S. L. Lowry, Jr. president. Although 
organized only three years ago, the 
Victory National now has approx 
imately $11,000,000 insurance in force 
Officers and directors of the company 
were reelected at a meeting of the di 
rectorate which followed the stockhold 
ers meeting. 





Coleman Speaks at Dallas 


W. C. Coleman, president of the Na- 
tional Savings Life of Wichita, Kans. 
was an honor guest at a banquet given 
by the National Savings & Loan As- 
sociation at Dallas a. few days ago 
Mr. Coleman addressed the gathering 
on the close relation between life in- 
surance and other savings. While in 
Dallas he met some of the representa- 
tives of his insurance company and 
quite a few from other states as well as 
in Texas connected with the savings 
and loan company. 





Bank Entertains Insurance Men 


The Augusta, Ga., branch of the Citi 
zens & Southern Bank was host to the 
life insurance men of Augusta and sev- 


eral invited guests interested in the sub- 


ject of life insurance, at an informal 
dinner given Tuesday evening. The 
tain subject to be taken up at this 


meeting had to do with the relationship 
of life insurance to banking and the atti- 





tude of banking towards life insurance 
Plan Oklahoma City Survey 
The Oklahoma Association of Life 


Underwriters has been approached by 


FE. R. Ledbetter, president of the Asso- 
ciated Fire & Casualty Unde rwriters of 
Oklahoma City, asking its cooperation 


in conducting a survey of the insurance 
interests of the city. It is believed that 
if a list could be obtained that it would 
be found that 10 percent of the entire 
population is represented by men who 
depend on insurance for their livelihood 
The movement is to secure proper rec- 
ognition of insurance in the city, Mr 
Ledbetter said. 





Company Executives Visit Texas 


Paul M. Ray, vice-president 
agency manager for the Provident Life 
& Accident, spent a few days in Texas 
recently calling on agency managers 
He vis- 
Antonio and Dallas 


and 


ited Houston, San 


| From Dallas he w ent to Oklahoma City 
and other points in the mid-west. 


manager for the 


M. V. Keith, agency 
was calling on 


Register Life of Iowa, 
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agents in Texas a few days ago, out- | Talks were given by different managers 
lining the plans for 1927 and getting a | on various insurance topics. 
better view on the situation in that 


ey E. Kreps, field supervisor for the ; ae ae Se ae A Firm houndation 


Bank Savings Life of Topeka in Texas, C. A, Riley, wee known local business 
New Mexico and Arizona, has been ™an of Little Rock, Ark., has become 
calling on agencies in these states re- @5S0ciated with the Pyramid Life of 











cently. He said the business of the | that city. He will head the business in- 
company in January in these states | Surance department of the company, ac 
showed a great increase over the same ©°Tding to the announcement. LTH more than three-quarters of a century 





peri ul last vear. 


Mutual Life Men Meet 


of success and achievement back of it, the 
Massachusetts Mutual is in a position to pro 


Dilts to North Carolina 


Frank B. Dilts, formerly actuary and 


























District managers of the Mutual Life assistant secretary of the St. Joseph egress along lines that have been thoroughly 

; from all parts of Louisiana held a lunch- | Life of Missouri, has been appointed tested 

t eon and meeting in Alexandria, La., last | actuary of the North Carolina depart- ested. 

; week. The meeting was in charge of ment succeeding H. T. Bronson, who ial _ ‘ : 

I State Manager Richard F. Lawton. | becomes chiei examiner. his position 1s made more desirable because 
of the maintenance of principles and practices of 
high character which have molded the three 

PACIFIC COAST AND MOUNTAIN FIELD great divisions of the Company—Home Office, 
Field Force, and Policyholders—into an organi- 
HAD EDUCATIONAL MUSTER }that the Mountain States Life had con- zation whose reputation for stability and fair 
ees cluded an arrangement to move its dealing ic univereal 
: - ‘ rs S: diego ¥ ; Ce 15 ersal. 
Bankers Life of Iowa Conducted School he adquarter to San Diego, ‘ al. but it 

’ Decne f Sion Renee is understood that the desired financial 

n or instruction for its Agents support could not be obtained in that : . > , 

ll at Seattle — ; ' = cane JOSEPH a. BEHAN, 

1¢ . . . ” . 

anes , mao , Superintendent of Agencies 
The Bankers Life of Des Moines con- | Continental Life Coast Appointments 
cluded one of the most successtul The Continental Life of Missouri has 
schools of instruction ever held on the | named these managers in Pacific Coast 

¥ Pacific coast when the Seattle school | territorv: Oakland, C. A. Coons: Ta- 

“ was brought to a close. This was the | coma, C. C. Wright; Spokane, H. A. 

" third and last of a series of three | Locke; Aberdeen, Wash., A. W. Min- 

o schools held by the company in Cincin- | chim; Klamath Falls, Ore., Al Roome. 

‘I nati, St. Louis, and Seattle 

“ Two hundred salesmen of the west Mutual Life’s Spokane Meeting 


he ern agencies were present at the two An optimistic outlook on business 

x day — A sage Pre —a ee possibilities in Montana, northern Idaho 

a ne eaders ot esiaen Tard oD. . o ot  P : 

ce - - : : and eastern Washington and the promise 
Nollen; Vice-President and General _ 


of a 20 percent increase for the agency 
































di Counsel W. S. Ayres: Vice-President | were the features of the annual agency : TCcRIG Ve 1c To 
Id and Director of Agencies W. W. | meeting of the Mutual Life of New SPRINGFIELD, MASSACHUSETTS 
Jaeger; ~— Director Ross Huston; | York for that territorv. held at Spo- 
\ssistant Director of Agencies O. B. ; a gies we FANITZE S 
Jackman; E. McConney, actuary; and | "ae H. Shields, manager, who has been ORGANIZED 1851 
a — Sa a Advertising with the Mutual Life for 30 vears, was 
a. , ee : pre sented with a handsome_ bronze 
na ee plaque by the Spokane agency field club 
a May Locate in Hollywood in recognition of his long and successful 
go \rrangements have been made, it is sage F. W. Straiton wy Great Falls, 
ing understood, for the removal of the home | { “> D president of the club tor 1927; 
in- office of the Mountain States Life from | ° eck. Coeur d'Alene, Ida.,_ sec 
in Denver to Hollywood, Cal. in the near retary, and Perey L. Cochran, Spokane, ’ 
ita- future and in connection with the change gg me agen ke re Harold EF 
and of location the name of the company | ;,, meng Se opt ae el “io FE 
las will probably be changed to Hollywood 7 mane : ee ne aT "oa ~~ er 
ngs National Life. These changes were ap- | cal aa a Srokane se the Fidel 
proved at a meeting of stockholders in |= yy..." plage enema lA gaa ¢ | : e 
Denver recently and it is reported that ity Mutual Life Forty were present nsurance —_ompany 
officers of the company are now in : . HOME CE 
wos Hollywood completing plans for imme- Southern California Course SHREVEPORT, LA. 
ie diate removal of the headquarters to that \ course in life insurance salesman- | J : . oe 
Baad city. The move was influenced, it is |ship for which a class of 54 members 
nen 4 said, by the fact that business men of enrolled was recently completed at the : ee ee —e ’ ’ 
anal Hollywood subscribed for $100,000 of | metropolitan college of the University ARE YOU SATISFIED WITH YOUR JOB? 
The stock of the company, the total cap- | 0! Southern California at Los Angeles. 
this italization of which is to be increased Phis class included experienced agents, - 
ship by this amount. The establishment oi | men just entering the business, and some eas _ ve all that they should be. and is your iob 
atti- a department for the writing of acci- | prospective agents. A new class for re your earnings all tha rey should be, and ts y j > 
nce dent and health insurance in addition |the winter quarter is now being en capable of expanding into what you wish tor the future? 
to life is contemplated. rolled under Prof. Chas. A. Gummere. 


It was reported several months ago | special lecturer on life insurance sales IF NOT, a real opportunity 1s offered to you in the State of 


. |? _  _ ees ALABAMA 


\sso- i © 
ates | Y u Wh S k Opp tun ty lhis state is the home of the greatest industrial center in 
eno | Oo Oo ee or 1 the entire South and where thriving industries are, business 
eo | Opportunity exists always for those who seek success and satisfaction in is always good. 

; 1d life insurance field work. . 

~ | . . a ke Your communication will be treated with confidence 

-ntire | During 84 years the first American legal reserve mutual life insurance 

who | company has been served and built to greatness by men who found both . 

hood success and satisfaction in so doing. THE FOL MAR AGENCY of Al ABAMA 
: rec- | -” Ss © é J ve 


Mr H This company writes all standard forms of insurance and annuities on 


| wee — . . } ¢ ter 
| both men and women. Age limits 10 to 78. Southern Managers 





Those who contemplate life insur- The Louisiana State Life Insurance Company 

a ance field work are invited to apply to Executive Offices Branch Office 

and lrov, Alabama Shepherd Bldg 
+ Life . ™ Montgomery, Ala 

<as 
a The Mutual Life Insurance Co. — - 
sallas. of New York | IRA F, ARCHER 
a City Superintendent of Agenc.es 


34 NASSAU STREET NEW YORK, N. Y. 























THE NATIONAL UNDERWRITER 





February 4, 1927 

















ALL Dixie 15 is ¢ our arr) 

















THE SOUTHERN STATES LIFE 
INSURANCE COMPANY 
ATLANTA, GEORGIA 








HE Southern States Life, organ- 
ized in 1906, has an enviable 
record—21 years of honorable and 
successful relations with agent 
and policyholder. 


During this time the company has 
been cultivating and serving well 
its field—Dixie. 


Today there is opportunity in 
Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to new men the 
Southern States has an attractive 


proposition. 

















Edw. S. Chadwick 
VICE-PRESIDENT AND MANAGER OF AGENCIES 




















COMPLETE COVERAGE 
FROM A SINGLE SOURCE 


Life Health Accident 
Life Policies—Disability Policies—Accident 
Policies 


Standard Super-Standard 


One Company One Correspondent One Contract 
40 Popular Life Forms 7H & A and Auto Injury Forms Group Protection 


WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California, Illinois. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 





Sub-Standard 











manship of the University of Southern | 
California. The course, which has the | 
support of the life managers’ association 
of Los Angeles, consists of 12 lectures, 


| the fee for which is $10. 





Western States Life Course 


SAN FRANCISCO, Feb. 3.— The 
Western States Life announces the in- 
auguration of a cooperative group insur- 
ance plan for all salaried employes. 
Total and permanent disability features 
are included in the coverage offered. 
The company has also inaugurated a 
-~ of retirement annuity benefit for 
leading producers operating in the same 
manner as the service bonus plan for 
the agents. 


Would Bar Discounting Notes 


The California legislature is consider- 
ing a bill which makes it unlawful for 
any insurance company or agent to “hy- 
pothecate, sell, assign, dispose of or 
collect” any premium note which has 
been accepted by company or agent un- 


| Benefit Health & 


til the delivery of the insurance policy 
| the note was given to cover. This is 
‘aimed to prevent the discounting or 
cashing of notes received at the time the 
application for insurance was made and 
before the policy has actually been is- 


| sued and in the hands of the buyer. 





Oregon Insurance Bills 


A bill pending in the Oregon legisla- 
ture would permit any domestic benefit 
insurance society to transform itself into 
a mutual life company on a proper vote 
and with the approval of the state in- 
surance commissioner. Another bill 
would permit mutual benefit societies to 
issue group insurance policies along the 
lines of those written by stock concerns. 
Still another measure would permit ben- 
fit societies to issue benefit certificates 
on children betwen the age of 1 and 18. 


United Benefit to Enter California 


Application for admission to Califor- 
nia has been made by the United Bene- 
fit Life, running mate of the Mutual 
Accident of Omaha. 








IN THE ACCIDE. NT AND HEALTH FIELD 








INCREASE IN HEALTH RATES | 


Metropolitan Casualty Also Increases 
Commission for Policies on Waiting 
Period Plan 


The Metropolitan Casualty has in- 
creased the health premium rates on two 
of its disability policies $1 for each $5 
of weekly sickness indemnity and has 
also increased the rates for the extra 
preferred classification for two of its 
accident policies by $1. The company 
announces that its commissions will be 
increased 5 percent on all health pre- 
miums on policies that are written on 
the deferred payment or exclusion period 
basis. This increase will apply, however, 
only where the waiting period is two 
weeks or more. The company has ad- 
vised its agents that it looks for a much 
more favorable experience on health in- 
surance written on the deferred payment 
basis. 


In view of the extra charge in the extra 





erage, the company is attaching 
septicemia rider without 
charge to policies issued to physicians, 


dentists and surgeons. 


Has New Auto Accident Policy 


The Oregon Surety & Casualty 
The 
are: 


bile accident policy. 

features of this policy 
fully accumulated; 
nurse’s fees are paid 
stead of four; 


for five 


may develop. 
For $5,000 principal sum : 





|} indemnity, the annual premium 











If If 
Territory does make a difference You are a producer 
If If 


Close co-operation is necessary You believe in yourself 


If If 
A friendly interest is needed You want a REAL job 


Write or wire 
S. M. CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 





Cincinnati, Ohio 


for $1,500 principal sum 





of Omaha reports an increase in 








premiums collected for 








preferred classification for accident cov- 
the 
additional | 


has 
just put on the market a special automo- 
outstanding 
Policy is 
hospital expenses or 
weeks in- 
doctor bill in cases of non- 


during which the results of an accident 
It is issued in two forms. 
and $25 weekly 
is $10; 
and $25 weekly 


Claude H. 


The Mutual Benefit Health & Accident | 
net 


1926 of $1,640,577 


with a total for the year of $6,512,295. 
to $3,- 
excess of 
$1,400,000, a gain of $400,000 for the year. 
middle 


1926 amounted 


assets in 


Claims paid in 
£84,681. It shows 
operates in 32 


The company 


| western states. 


Cancellation Is Denied 
The 


insured procured a policy of 
health and accident insurance. He fraud- 
ulently concealed from the company the 
fact that he had been previously com- 


mitted to an insane asylum. He became 


violently insane after issuance of policy. 


| This suit was instituted against his guar- 


dian. 


A demurrer was interposed. Held 


that the insured has permitted the policy 
to lapse and plaintiff has not established 
that it has not an adequate remedy at 


law. The question 


as to the fraud is 


| simple enough to present to any aver- 


age jury. Dismissed. Continental Cas- 
ualty vs. Yerxa, U. S. Dist. Ct. Mass. 
| Dec. 16. 





| NEWS OF FRATERNALS | 





PROPOSE TEXAS REGULATIONS 


Bill Introduced in Senate of That State 


Provides Several Changes from 


Present Law 
| AUSTIN, TEX., Feb. 3—Under a 
| bill introduced in the Texas senate by 


| Senator Wood, all statements made to 


| any 
sured shall, 


fail to pay the s 


| reasonable attorneys’ 


leach in two forms, one increasing 


fraternal benefit society by the in- 
in the absence of fraud, be 


disabling injuries paid up to $10 instead . 
of $5; immediate disability is not re- | deemed representations and not war- 
quired, a period of 10 days being allowed | ranties. The bill also provides that the 

policies shaH be incontestable after two 


years from date with certain exceptions, 
and that in all cases where a loss occurs 
and the fraternal liable thereunder shall 
same within 60 davs after 


indemnity the annual premium is $5. 
proof of death has been made, such so- 
Makes Retraction of Charges _ciety shall be liable to pay the benefi- 
ST. LOUIS, Feb. 1—A complete retrac- presseni 4 of such policy, in addition to the 
tion of all the charges which Mrs. Pearl amount of! loss, 12 per cent damages o 
T. Johnson of Beverly Hills, Cal., had the amount of such loss, together with 


fees for the prose- 


made against her brother, 
Tinsley, vice-president of the Missouri | cution and collection of such loss. The 
Insurance Company, Joseph A. Walker, | bill also provides the amount to be paid 
president of the company, and Thomas | when age is misstated. 
oO. West. another vice-president, in a A favorable committee report was 
suit filed in United States district court ade he bill tating local mt 
several months ago, was contained in mace On the bi reguiating local mt 
her motion to dismiss the suit which | tual aid associations. 
Federal Judge Davis of St. Louis granted — 
Saturday. Writes Juvenile Certificates 
In her petition Mrs. Johnson charged 7 . a , 
that Tinsley had entered into a conspir- rhe Ancient Order of United W ork- 
acy with Walker and West to buy her | men, a legal reserve fraternal of Little 
stock and thus gain control of the com- | Rock, Ark., is now writing juvenile cer- 
pany. | tificates for children from 1 to 15 years 
|of age. The policies include ordinary 
Mutuzl Benefit Re} Reports Increase | life, 20-pay life and 20-year endowment. 


to 


| $500 and the other increasing to $1,000. 
These policies are written on a legal re- 





over. 


Age ] 
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serve basis, using the American ex- | that no fraternal or beneficiary asso- | 
! perience table with 344 per cent basis. | ciation or society maintaining reserves | 
; The policies include cash, loan and paid | on the basis of the National Fraternal | 
' up and extended insurance. Congress tables of mortality with an | 
| interest assumption of not more than 
° > 1 yher stz F 2 
; Nebraska Fraternal Bill + per cent or some higher standard shall 
‘ hereafter give or promise any cash sur- | 
Representative Wolf has introduced a | render values in its policies, except for , 
bill in the Nebraska house providing | the unearned premiums. of PROGRESS 
A -_ it 
t I} | 
: NEWS ABOUT LIFE POLICIES | : 
e — || has been recorded in the his- 
; New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in | tory of this growin g Company 
Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
Oo Digest”’ amd ‘Little Gem,"’ Published Annually in May and April respectively. | , 
e PRICE, $4.00 and $2.00 respectively. 1) Our Agency Organization is beginning the New Year with 
. L the best January in the Company's history. All signs indi- 
: | —w » oOo? 2 » yred _— 
-S NEW RATES OF TRAVELERS |! clause, the making of benefits retroactive cate that 1927 will be our greatest year. 
8. to the commencement of disability, but not en A . 
es ; . | more than six months prior to receipt of | lo be in an atmosphere of progress means to progress. 
Some Changes Are Made in Various | proof, reinstatement in cases where pre- 
: miums are not paid after commencement | oe, ame artiwe mrw a » 3 ~ aeners ncie 
i Policy Forms That Are Issued of Gisahdiite, guentiel Geecth ann seactued Phere are attractive agency openings in our Gene ral Agencies 
e- by That Company | within six months after default, and the ‘oeated in the following States: 
al | return to the policyholder of any pre- 
i : ny aren ’ at, | Miums paid within the period prior to * les ° > a “bay 
a. rhe Travelers has issued a new rate | proof of disability during which monthly Michigan Minnesota Kentucky 
book, with some changes in several _Of | disability income payments are made to Georgu Florida Alabama 
the policy forms. The new rates for | him. Texas Vississip pi Tennessee 
the principal forms are as follows: a phan . ‘ wpe 8 s ae ; 
Opt. Cash Paci | District of Columbia Maryland South Carolina 
i Ora 10 Pay 15 Pay 20 Pay Life Sett. acific Mutual lirginia North Carolina West Virginia 
Age Life wife wife sife 6 e Pacific ife has revined i . ‘ 
i <) peer ~~ - Bg a i uae appmenats aa | 
14 1215 1916 13.21 ** | to 15, inclusive. Girls will be considered | ‘ 2 
15 12.20 .... “""" 3923 13.33 |... | only 10, 15 and 20 years endowments. Interested Parties Should Address 
16 12.43 $82.26 $23.69 19.51 13.46 $13.34 | Boys will be considered for all plans ex- | 
17 12.67 2.72 24.03 19.79 13.85 13.65 | cept term, modified life or life expec- | AGENCY DFPARTMENT 
18 12.93 $3.31 24.39 20.09 14.27 13.97 |taney. Policies will be issued on both AGENCY DEPARTMENT 
19 13.20 33.71 24.76 20.40 14.70 14.32 | » partici -participatinge 
> 1288 34:23 25°15 20.72 1514 1469 j the participating and non participating 
51 13:77 3477 2555 21.06 1548 15.08 | basis. At ages 10 and 11, the maximum 
oa ret e en ae of. oy . will be $10,000, at ages 12 and 15, $15,000, | 
»”»> t 5.33 25 7) 2 B y " " , ‘ , 
of 53 ety os 26.40 He oes Tee and at 14 and 15, $20,000. The disability | AT LANTIC LI F E I N SU RA NC E CO. 
ud- 2414.75 36 26.84 22.14 16.58 16.39 | Clause will not be used. 
the 25 15.10 27.31 22.53 16.98 16.88 ] 
ym - 26 15.48 27.79 22.93 17.40 17.41 rai RICHMOND, \ IRGINIA 
me 27 (15.88 28.29 23.35 17.85 17.97 | Massachusetts Mutual 
icy 28 16.29 28.81 23.79 18.32 18.57 . 
> 29 16.73 29.35 24.24 18.82 19.21 The dividend scale of the Massachu- | 9 °° 
> 30 17.19 29.91 24.71 19.34 19.89 | setts Mutual Life for 1927 will remain | 66 
leld 31 17.68 30.49 25.21 19.91 20.63 | the same as that in use in 1926. Honestly It 5 The Best Policy 
licy 32 18.19 31.09 25.72 20.51 21.42 
hed 33 18.73 31.72 26.25 21.15 22.28 eens 
at 34 19. 32.37 26.81 21.81 23.20 
| is 35 33.05 27.40 22.51 24.20 Jefferson Standard = 
yer- 36 33.75 28.01 + The Jefferson Standard Life Announces | yy geg> <emm <em> <eme ee cee cee ce ce cc ce ce cc ce ee ce ee 
“as- 37 34 49 28.64 ‘ that commencing July 1 it is putting } 
ass. = = ze yt into effect a new dividend schedule 
40 26.89 30.75 which will average from $0 cents to 
41 27.76 31.52 $1.10 higher dividends per thousand on j ° 4 
— 42 38.67 32.34 all participating plans with the excep- ew increase ividen caie 
42 39.62 33.20 tion of preferred risk plans and 10, 15 
? 44 40.62 34.11 and 20 year endowments ° 
) 45 41.66 35.07 Effective January 1, 1927 j 
46 42.96 36.22 | ame : 
—! ‘7 44.32 37-46 | Pacific Mutual Life i se | 
INS 49 47.26 40.16 The Pacific Mutual Life has issued a yi 
50 48.84 41.64 new policy known as the “guaranteed } 
, 51 50.3% 43 04 low cost life expectancy policy.” It pro- T 
state = 3 oa. > et: vides permanent protection, yet during 1 i ] 
1 54 BB 48 47 85 the greater portion of the time the policy ] 
55 57.38 49.67 _ | is carried the rates are less than those . 
56 59.33 51.64 ‘ii! | for ordinary life. At the end of one’s | IFE NSURA NC E OM PAN Y 
57 61.39 53.74 54.66 ..ee JOXpectancy the policyholder can cut his 
- 8 58 63.58 56.00 57.45 .... |insurance in half and receive credit for } 
2“ ne - 65.92 58.43 60.43 .... [the terminated portion in cash or its BOSTON. MASS. 
e bY + 68.42 61.05 63.64 equivalent in paid-up insurance ° t 
le to yi ores os.28 67.19 
, 32 75.21 68.75 — 
e in- 63 79.98 73.09 : es } 
d, be 64 74. 83.05 77.79 ‘ New York Life ] 
war- 65 79.88 105.52 87.43 82.92 3f sie The 1927 dividend schedule of the New _ ° ° . y 
¢ the York Life, as it applies to issues of 1926 | This Company ts now in the very Forefront on Low Net Cost 
- two i ‘ . and subsequent years is virtually with- 
tone Columbian National Life out change with execption of a little | { 
over The Columbia National Life of Boston | 2@justment at the older ages. It has not eee mem a Se eee 
a 1! is issuing a new policy known as the 
sha “commercial life’ contract. The policy | 
aiter is issued only in amounts of $5,000 or 
‘h so- over. Following are the rates per $1,000 
enef- without disability benefits: 
o the Age Prem. Age Age Prem 
es on 10....$11.18 29.... 48... .$32.60 | 
ge: vevs SR ae 49.... 34.13 | 
wi 12. 11.56 31 50.... 35.78 | 
prose- 13,... 11.76 32.... 51 37.52 | 
The Mecee 12.97 38 52.... 39.38 
. one 15.... 12.20 34 53.... 41.37 | 
e pe ccs SE | 8 Mleees 54. 43.51 | 
17.... 12.67 36 55.... 45.78 | 
was oe 13.93 37 56 48.22 | 
: - 13.20 ‘ 57. 50.83 | 
u- ® ¢ ' =o re . 
dies ees. 1848 38.... 58.... 53.46 OF WORCESTER, MASSACHUSETTS 
the o.48 ** OFeces 90.190 
kes BO Mac 60. 59.05 
33... 1441 42.. 61. 62.48 | INCORPORATED 1844 
=~? 14.75 . ee Se.cne Gees 
Work- eames 0 HD see ea.. °° Teiat An Increased Dividend Scale for 1927 Term Insurance Issued with Disability Benefits 
Little 27.... 15.88 a 35. ... 80.37 : : : oa: - = : : 
a oe 2 : , A New Waiver of Premium Disability Clause All Business on a Participating Basis 
) years —— A New Waiver and Income Disability Clause Every Policyholder Receiving Annual Dividends 
-dinary . . . ‘ . 
al Security Mutual Life All Business on the 3% Reserve Basis 
. The Security Mutual Life has increased | . 
y to 
ne its rates on disability benefits but has B. H. WRIGHT, President sTare -~ — : P P D. W. CARTER, Secretary 
$1, , liberalized the provisions of the clause. | EN ELA » Superintendent o'! Agencies 
‘gal re- The new provision includes the 90-day | 
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Michigan 
We have some exceedingly good terri- 
tory open for General Agents who de- 


sire to build for themselves a permanent 
and profitable business. 


Sales Resistance Is Broken 


| 
and our Agency Staff increase their sales through the | 
use of our “Special Sales Folio” which contains selling 








charts in connection with the following policy contracts. 
7 1. Non-Medical 6. Female Insurance 
2. Salary Savings 7. Participating _ 
3. Monthly Premium 8. Non-Participating 
4. Juvenile Policies 9. Sub-Standard 
5. Payor Insurance 10. Health—Accident 
We also have some available territory open in Illinois, | 
Indiana, Towa, Missouri and Ohio. 
| 
° 9? | 
“Grow With Us | 
| 
| 


Abraham Lincoln Life Insurance Company 


(formerly Mutual Life of Illinois) 
Home Office—Springfield, Illinois 


H. B. HILL, President F. M. FEFFER, Vice-President—Agency Director 











yet been determined just when the extra 
fifth year dividends will be paid or over 
what years they will be apportioned but 


| the aggregate of dividends that will be 
paid for each five years is not materially 
changed under the 1927 schedule. 








WITH INDUSTRIAL MEN 





CONSERVATIVE LIFE LEADERS | 


to the Front in the Lists 
{ Last Year 


The Conservative Life of South Bend, 
follows: 

Joint Results—Superintendent G. W. 
Rathwick, South Bend, Ind., No. 1 and 
Superintendent Joseph Kovach, E. Chi- 
| cago, Ind., tied. Agent Alexander Czaj- 
howski, of E. Chicago, is the agent 
leader. 

Net Placed Ordinary—Superintendent 











|G. W. Rathwick of South Bend, No. 1, | 


jis leader and Agent Joseph Martin in 
the same office is agency leader. 
Ordinary Increase — ng ig 
| William Bobrowski of Gary, Ind., No. 2, 
| as the leader and Agent Joseph Martin, 
| South Bend, No. 1, leads. 
| In Monthly Premium _Increase— 
Superintendent H. I. Leonard of Ham- 
mond, Ind., No. 1, and Agent J. F. 
Corajewski of E. Chicago, were the lead- 
; ers, 
| In Collection Percent—Superintendent 
| Joseph Kovach of E. Chicago, Ind., and 
Agent W. W. Morris of Hammond, 
No. 2, are leaders. 
In Arrears Percent—Superintendent 


|D. W. Vandyke of Hammond, No. 2, 
leads and there are three agents tied, 
they being Louis Balogh, South Bend, 
No. 1, William K. Mohn, South Bend, 
No. 2, Alex Czajkowski, E. Chicago, and 
W. W. Morris, Hammond, No. 2, tied. 





Company Announces Those That Forged 


| Ind., announces its leaders for 1926 as | 


The Conservative closed the year with | 


the lowest gross arrears in the history, 


| 6 percent. 


Daniel S. Colebrook Dead 


Daniel S. Colebrook, 37 years old, as- 
| sistant manager of the Buffalo office of 
| the Metropolitan Life, died last week, 
| following an operation. While Mr. Cole- 
brook was in the hospital his home was 
| destroyed by fire. 


Establishes Vermont Agency 


The John Hancock Mutual Life has es- 
tablished a new agency at Burlington, Vt., 
Granville L. Anderson, formerly assistant 
at the office there, having been appointed 
superintendent in charge of the new 
agency. 


Western & Southern Conferences 


Some 25 superintendents of the Indiana 
and Kentucky division of the Western & 
Southern met in Indianapolis. H. T. Head, 
director of agents: Charles Biscay, man- 
ager of the ordinary department, and 
J. J. Doyle, publicity manager, were pres- 
ent from the home office and addressed 
the several sessions. The Indiana-Ken- 
tucky district is leading the company’s 
entire field for the first month this year in 
industrial increase and the meeting was 
somewhat of a celebration. A meeting of 
all the agents in Indianapolis and a din- 
ner took place. <At the superintendents’ 
conference conservation of ordinary was 
given a good deal of attention. Bert 
Henley, insurance editor of the “Indian- 
apolis Star,” and Mr. Palmer of the In- 


surance Research and Review Service also 
made talks. 
The annual convention of Ohio repre- 


sentatives of the Western & Southern Life 
is being held Feb. 2-3 in Cleveland. Super- 
intendents from %0 branch offices in Ohio 
and company officials will attend. 























WHY se// INCOME insurance ? 


pays the 
everyone 


Jecause it SELLS FASTER than other kinds, 
BEST COMMISSIONS and the demand is unlimited 
who earns money is your prospect. 


We specialize on income insurance being one of the oldest 
Accident and Health Companies in the field. We have a policy for 
every insurable risk. Splendid territory and desirable contracts 
are available to real producers. 

For detailed information write today to 


Agency Department 


NATIONAL CASUALTY COMPANY 


DETROIT, MICHIGAN W. G. CURTIS, President 














FOR THE STATE OF MINNESOTA 


An “old-time” state agency contract with satisfactory non-forfeiting 
renewal commissions and some “honest-to-goodness” cooperation now 
open to a man who can demonstrate ability to do a real job of agency 
building in that splendid state. 


Address—Ralph H. Rice, President 
NATIONAL FIDELITY LIFE 


Insurance Company 
Home Office: Kansas City, Missouri 


EET A, | men are coming to that in many 





| NEWS OF LOCAL ASSOCIATIONS 











| CAN FIND LITTLE LITERATURE 
Buffalo Educator Deplores Dearth of 
| Life Insurance Books—One Essential 
of a Profession, He Declares 
BUFFALO, N. Y., Feb. 3.— Dean 
| Clarence B. Marsh of the University of 
| Buffalo emphasized the dearth of litera- 


{ture on life insurance in American 
libraries, as compared with that of 
literature specially prepared for the 


minister and other pro- 
in an address before the 
Buffalo Life Underwriters. He said he 
| Was greatly surprised to find only 661 
books on life insurance in the Gros- 
venour library, Buffalo’s most complete 
library on professional literature. He 
also said that, so far as he could learn, 
only 1,100 books had been published on 
life insurance. 
This, he felt, 
plorable condition in 
business, which is making rapid stride 
toward professional status. He _ said 
that it is up to such organizations as the 


doctor, lawyer, 
fessional men, 


7 
iess 


was more or a de- 
the life insurance 


Buffalo association to provide literature 
for the life insurance library. 

Five characteristics of a profession 
were described by Dean Marsh, the 
most important of which, he said, is 
formal preparation. In this, life insur- 
ance underwriting stands on firm 


four characteristics 
group conscious- 
supervision and certification 
standing in the community. 
life underwriting is to be 
a professional depends upon 
to these characteristics. 

and certification is 


The other 
of literature, 


ground. 

are: Body 
ness, state 
and social 
Whether 

classed as 
its proximity 


“State supervision 
important,” he said, “for it fixes a min- 
imum amount of knowledge which the 


before he 


You 


applicant must have 
upon his profession. 


embarks 
insurance 
states, 


and the more widespread it becomes, 
the better it will be for all concerned.” 

One of the first steps to be taken in 
the development of life insurance into a 
profession, he declared, is for those 
capable of doing so, recording their ex- 
periences for the benefit of those follow- 
ing them. 


NORTH DAKOTA "MEN MEET 


Annual Session of State Association at 
Fargo Featured by Many 
Interesting Talks 


FARGO, N. D., Feb. 2.—The 
meeting of the North Dakota Under- 
writers Association was held here last 
week. Between 30 and 40 attended the 
sessions which opened with a luncheon 

Saturday noon. W. W. Fuller, North- 
western Mutual Life, spoke on “Needed 
Legislation” especially as regards the 
reciprocal agents’ license law. He also 
discussed the bill before the legislature 
requiring a capital of $250,000 before a 
|} company can organize in the state. In- 
surance men desire to get a bill 
passed defining authority for transfer- 
ring insurance on lives of officers of 
corporations. No adverse legislation is 
expected in this session. 

“What the National Association Has 
Done for Insurance.” was handled by 
A. W. Crary, Northwestern National 
Life. Mr. Crary discussed the benefits 
to agents as a whole in the way of ben 
efits received through new methods 
worked out bv the association as to 
vetting business, etc. M. N. Hatcher 
Great West Lijec. talked on “The Devel 
opment of the Rural Agency,” empha 
sizing the necessity of impressing upon 
the part time agent in the rural com- 
munity that it is of vital importance 
for him to keep on the job 12 months 
of th Charles H. Simpson, Min 
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nesota Mutual Life, and George Shel- | themes upon which all others are based: 
don, Union Central Liie, gave interesting | (1) Family protection, (2) business in- 
sidelights on the National association | surance, (3) programming, (4) old age 
meeting in Atlantic City. City solici- ; endowments, (5) taxation, (6) bequest 
tation was handled by F. W. Pearson, | insurance, (7) investment and savings, 
New York Life. Mr. Pearson said that | (8) life values, (9) life trusts. Not the 
10 one is justified in following a pro- | development of additional selling themes 


fession if the primary or sole purpose | but the mastery of these is the duty of 
is to make money for himself or her- | the present-day underwriter, he said. 
self, for such a person is an egoist: | d 
his viewpoint is inward, not outward, | ,Steektom, Cal—The Stockton chapter 
rhe first requisite for city salesman- |}of the Northern California association 
; ‘ . has elected the following officers for the 
ship was defined as being the posses- | coming year: President, J. W. Wheatley, 
sion of a courageous spirit. Equitable Life of New York; vice-presi- 
Following the program a business | dent, G. A. Scotland, Penn Mutual; sec- 


R. TenBrook, Western 
committee, C. F. 


retary-treasurer, 


neeting was held at which the follow- | ™ 
Union Life; executive 


ing officers were elected for next year: 


’ ' _| Thompson, New England Mutual; J. E. 
Dan a state manager of the Lin- | Humphres, Metropolitan Life; M. North, 
coln National Life, Fargo, president; | state Life of Indianapolis, and G. T. 
Thomas W. Fletcher, Mutual Life of | arthur, John Hancock. 
New York, Fargo, vice-president: R. | x * * 


Central Massachusetts.—FEar! G. Man- 
| ning, general agent of the John Hancock 
| Mutual Life in Boston, was the speaker 

es 6 | before the monthly meeting of the Cen- 

| tral Massachusetts association at Wor- 

VALUE OF TIME IS STRESSED | oo ctor. The members of the Advertis- 

—-- | ing Club of Worcester also lunched with 

Hugh D. Hart eile Pittsburgh | the life men and the talk was on adver- 
tising generally. 

Life Underwriters Association at { Mr. Manning told the gathering that 

Annual Meeting more insurance companies would avail 
themselves of an opportunity to adver- 
tise in the newspapers but that they are 
restricted in this field by insurance laws. 
Hart of Hart & Eubank, general agents | For this reason it was up to the insur- 

New York City for the Aetna Life, | @mce agent to advertise his business and 
peaking before more than 250 members froy-$ as the agent is not hampered by 

. >: . 1e aw 

une Pittsburgh Lite Underwriters As- “Direct mail will never sell anything 
ociation at their January meeting, said | for the insurance man, excepting in the 

it time is the major indispensable as- | outlying districts where people can’t be 
~t of a life underwriter, and to waste | otherwise reached,” said the speaker. 

is a crime. | “We get contracts by direct mail but 

“Every business has two assets,” Mr. | not insurance. The best method of sell- 
Hart declared. “the major asset which ing insurance is by personal solicitation, 
is indispensable to the existence of the j but the local newspaper is the best 
. Ager “ees - | medium for the insurance man if he 
usiNEss, and the minor asset which is | wants the public to know him and seek 
desirable but not indispensable.” He | hin when interested in a policy.” 


manager Guardian 
secretary-treas- 


state 
reelected 


\. Trubery, 
Life, Fargo, 
urer. 


‘'ITTSBURGH, Feb. 2.—Hugh D. 


pointed out that money is the major “Se 

isset of the banker; machinery is the Pittsburgh, Pa.—At the January meet- 
manufacturer's major asset, and mer- | ing of the Pittsburgh association, W. C. 
chandise is the merchant's major asset. F~ need oe many years . close persenal 
Some people believe that personality, heneneis inane om se m be ower } — 
standing in the community, and good | who died recently, and also one of the 


connections are the major assets of the | organizers of the Pittsburgh association, 


life insurance man, but his major asset | spoke in memory of Mr. O’Neil as a 
is time, and the life insurance man who | friend, a pioneer in life insurance and 
squanders it can no more hope to suc- jas one who was actively interested in 
ceed than the banker who wastes money | Sneene, educational and civic move- 


ne the merchant who wastes his goods. Mr. O'Neil was one of three surviving 
He said that he believed that there were | organizers and charter members of the 
more people in the life insurance busi- | Pittsburgh association, which was or- 
ness capable of earning $10,000 or $15,- | ganized in 1886 He was president of 
000 that were running around as errand | the association in 1893. 

or office boys, than in any other craft. : a 

He therefore advised against doing! Sa#eramente, Cal.—Roy R. Henderson, 
es : agency organizer at San Francisco for 
those things that could be done by | the New York Life and president of the 


thers, | Northern Association of California Life 

Meditation Not Developed Underwriters, was the speaker before 
“One sec ose ss ‘ the January meeting of the Sacramento 
One criticism of the American char- | association. The theme of his address 
icter 1S that we have not dev eloped the | was based on the biblical dictum “Thou 
characteristic of meditation. The Euro-! snait Not Kill.” applied to the killing 


lofa prospects’s interest in the course of 


interview. 


pean thinks too much and acts too lit- 
tle. We have stressed action and have | an 
not stressed reflection, knowledge and 
counsel. The reflection of the European 
nd the initiative of the American is 
what the underwriter of today needs,” 
said Mr. Hart. 

Mr. Hart pointed out 


= ee 

Wheeling, W. Va.—At its meeting last 
week, the Wheeling association voted in 
support of the bill presented in the state 
legislature asking a separation of the 
ofiices of auditor and state insurance 
commissioner. At the meeting a commit- 
“onception of life insurance was that of | tee was appointed to consider the advisa- 
1 burden, and the underwriters have | bility of radio advertising by the local 
made a mistake in allowing the public | Underwriters. It was also planned to 
to have such a feeling. The modern hold a meeting some time in the near fu- 
5 : -— 2 ° °. 8 ture, at which life insurance problems will 
onception of life insurance is that it is be discussed by a speaker of national 
an ally in furthering a man’s hopes, am- prominence in connection with a series of 
itions and plans. The greatest sales- | lectures on business which one of the 
man, he said, is the one whose sales- |! local churches plans to put on. 

anship is not apparent, but who leads * * & 
the client along in carrying out his North Texas—At a meeting of the 
nlans The dominant characteristics in North Texas association in Dallas plans 
the life underwriter of the future will be | Of, the National association for the es- 


nplicati fk ledge. H “17 tablishment of a college of life insurance 
pphcation of knowledge. e Wt! | salesmanship were discussed. Among the 
from force 


speakers were Harry T. Hinsch, president 
of the North Texas association, and David 
©. Johnson, vice-president Frank Griffin 


that the old 


in selling to counseling. 


Nine Selling Themes 


is the glory of our craft that it | of Houston, president of the Great South- 
requires nerve and initiative.” he said. | ern Life, was a guest. 
he went on to show that it takes . 8 8 


Cleveland association 
will hold its monthly meeting Feb. 18 in 
the Statler ballroom. Earl F. Colborn, 
general agent for the Connecticut Mutual 


nerve for a lawyer to stand before a Cleveland—The 


t and plead the «ase of his client; 
that 1t takes nerve for a doctor to take 





"he surgeon's knife in his hand, and that | in Rochester, N. Y., will talk on “What 
't takes nerve to be a statesman and! po You Want?” 

ive every word watched by a hostile The annual northeast Ohio life insur- 
ress. : ance sales congress will be held March 56 


Mr. Hart said there are nine selling | at the B. of L. E. auditorium under the 








INDEPENDENCE SQUARE 


HOME LIFE INSURANCE COMPANY 


OF AMERICA 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 


Home Life Agents are satisfied 
A Home Life Contract brings prosperity and progress 
+ *. * . * 
Home Life policyholders are satisfied 
A Home Life policy brings peace of mind to the man 
who loves his family 


PHILADELPHIA, PENNA. 




















Prosperous Detroit 


— is no other city in the world which offers the same oppor- 
tunity for an energetic life insurance agent as Detroit. Detroit has 
such a diversity of industrial and commercial activity that prosperity 
is CONTINUOUS, not seasonal. 


Detroit people are prosperous and they are happy. They are firm 
believers in life insurance. The Detroit Life Insurance Company owns 
its own Home Office, gives agents every consideration and exceptional 
service, and offers all forms of old line legal reserve standard policies. 
Our agents all are members of the Detroit Life Family. They are 
successful and they are participating in Detroit's prosperity. Any life 
insurance man, any part time man contemplating affiliation in Detroit, 
is invited to call at the Home Office, 2210 Park Avenue, and make 
satisfactory arrangements. See President M. E. O'Brien, or his assistant, 
Homer Guck 


DETROIT LIFE INSURANCE CO. 


“The Compeny of Service” 
HOME OFFICE BUILDING 2210 PARK AVE. 


Life insurance opportunities aveilable. 
Good Contracts—Write Homer Guck, Assistant te the President. 
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You’ll never regret 


that you subscribed to THE NATIONAL UNDER- 
WRITER—you'll read it like a newspaper and you'll 
be a better insurance man for it. If you are already 
a subscriber, do your fellow — a good turn ef 
telling him about it—. ~~ 


Your friend won ‘t forget 
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When You See 


a 


Copy 
of the 


Life Insurance Distributions 


Number 
You ll 
gladly 

pay 75 cents 
for a copy. 


BUT 


you can 
Save that 75 cents by 


subscribing to the 
National Underwriter 


[Life Edition. | NOW! 


ERE’S a special number—different from any ever issued by 

the National Underwriter Company. This is not a special 

number that will run h once and cast aside! This 
LIFE INSURANCE DISTRIBUTIONS number is a canvassing 
document with which you can make pay big returns. 


SHOWS THE LIFE CLAIMS PAID 


LIFE INSURANCE DISTRIBUTIONS lists the amount of life in- 
surance paid during the year by the companies on claims of $10,000 
or more. The listing is ~ states and communities. In a moment 
you can find the listing of your community and learn the names of 
those on whom claims were paid and the amount of life insurance 
carried. The number is issued late in order to protect the beneficiaries 
from being solicited by stock schemers, etc. 


AN AID IN SOLICITATION 


This special number enables you to show your prospect just what 
life insurance is doing to protect families in his own community. 
Often the knowledge of what others have provided for their loved 
ones will sway the prospect and enable you to close him. 


Every agent needs this valuable number. Single copies are 75c, but if you 
are a regular subscriber to the National Underwriter you get this edition 
absolutely free. To the host of reasons why you should subscribe to the 
National Underwriter is now added LIFE INSURANCE DISTRIBU- 
TIONS. Assure yourself of this year’s copy by subscribing to the National 
Underwriter today. 


$3.00 a year by subscription 


The National i on 


[LIFE INSURANCE EDITION] 


1362 INSURANCE EXCHANGE, CHICAGO 
420 EAST FOURTH STREET, CINCINNATI 
80 MAIDEN LANE, NEW YORK 
1326 HURT BUILDING, ATLANTA 
307 IOWA NATIONAL BANK BLDG., DES MOINES 
1015 TRANSPORTATION BLDG. DETROIT 
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auspices of the Cleveland association. 
The speakers are: John Marshall Hol- 
combe, Jr., manager of the Life Insurance 
Sales Research Bureau, Hartford, “What 
Way Are You Going?”’; George H. Harris, 
superintendent of field service of the 
Sun Life of Canada, “Life Insurance 
Salesmanship”; Harry C. Spillman, edu- 
cational director, Remington Typewriter 
Company, one of the best known speakers 
in the United States, “Personality as a 
Basic Factor in Selling Life Insurance”; 
Dr. S. S. Huebner of the Wharton School 
of Finance of the University of Pennsyl- 
vania, “Life Insurance as a Creative 
Program.” 
x *x* * 

Springfield, I1l.—The Springfield asso- 
ciation met last week with an open meet- 
ing for members and their wives and with 
three outside speakers. M. B. Oakes of 
Indianapolis, C. H. DeLong of Chicago and 
B. F. McClelland of Rockford were the 
speakers. Mr. Oakes, editor of the “In- 
surance Research & Review,” spoke on 
“Automatic Success.” Automatic success 
comes through an agent making definite 
plans for the future, looking forward to 
new gains each year, he said. Mr. Mc- 
Clelland, president of the Illinois associa- 
tion, spoke largely of organization work 
and the benefit from life underwriters’ 
associations. Mr. DeLong, vice-president 
of the state organization, also spoke in 
this connection. 


DECRIES MODERN TREND 
IN INSURANCE PRACTICE 


(CONTINUED FROM PAGE 1) 


because the clauses were varied, there 
had been so many changes since the 
investigation was made and there were 
so many different practices. The com- 
mittee, he said, did agree on the state- 
ment that there was not enough uni- 
formity among the clauses to enable it to 
make accurate deductions. The com- 
mittee was unanimous in saying that 
rates were inadequate. Some members 
of the committee declared that under 
some clauses it would be necessary to 
increase rates from 200 to 300 per cent. 
Mr. Cleary said that the officials of the 
Northwestern Mutual Life felt at the 
very inception of the liberalization of 
the disability clause that the rates were 
grossly inadequate. 
Says Judgment Was Vindicated 


Nevertheless great pressure was 
brought to bear on part of many agents 
to have the company adopt a modern 
disability clause. The agents said that 
it seemed impossible that 200 other com- 
panies writing this disability clause did 
not know what they were doing. Yet 
as later days have brought out develop- 
ments Mr. Cleary said that the officials 
of the Northwestern Mutual were found 
to have been correct. Many companies 
have increased their rates since this re- 
port was made. He declared that an- 
other five years will demonstrate that 
even this increase of rates that has been 
made recently will be inadequate. He 
said that no one today knows what the 
cost of the disability clause is. Rates 
for the same kind and benefits range 
from $1.68 to $4.51. Either the com- 
panies charging the lower rate is fur- 
nishing this far below cost or the ones 
charging the higher rates is robbing the 
policyholders. 

Do Not Know the Cost 


The truth of the matter is, Mr. Cleary 
said that no one knows what the correct 
rates are. He does not think that it is 
consistent for a mutual company to 
grant disability insurance, because it is 
observe strict mutuality 
and do it. It cannot be justified because 
| of the inconsistency. 

Mr. Cleary said that in recent months, 
many officials of companies have cursed 
the day that the disability clause was 
introduced. They feel that it is a great 
menace. He said that some officials 
have not hesitated to pull the lid off 
and tell the truth. He called attention 
to the pronouncement of President 
Frank P. Manly of the Indianapolis 
Life and President R. W. Stevens of 
the Illinois Life, who were more severe 
than he in condemning these modern 
tendencies. Mr. Cleary said that these 
officials agree with him that these de- 





vices have been introduced as an aid to 
securing volume of business and not to 
increasing service. 

Payroll Deduction and Monthly Premium 


Vice-President Cleary told about the 
effort of the agency association of the 
Northwestern Mutual to get the com- 
pany to write payroll deduction insur- 
ance and to adopt the monthly prem- 
ium plan. He said that some of the 
people at the head office sympathized 
with this movement. However, they 
went into the subject at great length 
and felt that it would be a departure 
from established standards to adopt this 
plan. There was grave question as to 
their permanency. They were regarded 
as temporary expedients. In _ recent 
days officials of some companies that 
have adopted these plans have made 
public utterances calling attention to the 
fact that the average size of policy has 
been reduced, the lapse rate is appalling 
and the standard of business has de- 
teriorated. The actuary of one leading 
western company has declared that pay- 
roll deduction is a delusion and a snare. 
Some have abandoned these schemes 
and others are discouraging them. 


Effect of Mass Selling 


Vice-President Cleary said that the 
natural end of mass selling of life in- 
surance means the elimination of the 
agent. If this plan is encouraged the 
course will be for a home office to deal 
cirect with the policyholder through a 
salaried representative or some other 
medium. He cited a number of in- 
stances where there had been competi- 
tive fights over group cases where the 
number to be insured was 1,000 or so. 
Companies would vie with one another 
in figuring average rates, guarantee of 
dividends, saving of commissions by 
dealing direct with the company, etc. 
He declared that these wholesale plans 
are basically inconsistent. 


Life Insurance Moves in Cycles 


Mr. Cleary asserted that in studying 
the history of life insurance he finds 
that it travels in cycles. There are ups 
and downs. Every depression is fol- 
lowed by a peak resulting from am- 
bition for size and volume. When size 
and volume obsess the minds of of- 
ficials, economies and direct standards 
suffer. This was seen in 1906 in the 
great tontine period. There was a de- 
bauch in life insurance practice. Ex- 
travagance ran riot. Moral standards 
suffered all along the line. Then a new 
code was written in the statute books 
of the states, like New York and Wis- 
consin to correct these ends. The new 
standard was regarded as an example 
for American life insurance to observe. 
These standards have been followed un- 
til lately. Fine results have been har- 
vested. Public confidence in life insur- 
ance was unshaken. Companies pros- 
pered and grew. Since then the lessons 
taught in 1906 have been forgotten. 
Ambition for size and place have come 
to the front. Mr. Cleary said that he 
hoped that the brakes would be put on 
before the business suffered from pub- 
lic investigation and condemnation. 


Ambitious for Size 


Some companies he said are over am- 
bitious for size. Yet he said size means 
nothing to policyholders when service 
is considered. He said that in many 
companies symbols and numbers have 
now taken the place of names of policy- 
holders. The ambition for a company 
or an agency, he said, should be better 
service rather than enormous volume. 
Every company and every agency, he 
said, should write sufficient business to 
give it momentum and vitality. Quality 
however should never be sacrificed for 
volume. A company or an agency will 
become stagnant if it does not do 
enough business to make it vigorous and 
strong financially. A company or an 
agency must succeed. It must produce 
a good volume of business. That vol- 
ume, however, he said, should not be of 
such an amount that the established 
and safe standards that time has taught 
to be correct will be lowered. 
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° ° ° prospect, if we make them so, it appears; more insurance! There are 2,500,000 
Unlimited Source of Supply for Life to me that the securing of prospects is | prospects right there! Did you get your 
a stupendous task! It takes work, and share? 





Insurance Prospects Pictured by 


Arthur A. Koch of the Detroit Life 


COMPREHENSIVE discussion 
A of “Prospects” is given by Arthur 

A. Koch, recently appointed as- 
sistant superintendent of agents of the 
Detroit Life, in the company’s agency 
bulletin. Mr. Koch said in part: 

“In order to discuss the subject of 
prospects, we must first decide what 
constitutes a prospect. I have heard of 
suspects, potential prospects and pros- 
pects, but where the dividing line is I 
do not know, and have never been able 
to learn, because the suspect, in the 
twinkling of an eye, becomes a poten- 
tial prospect and then a prospect, and 
then either goes into the discard or be- 
comes a client. But just where the line 
of demarcation takes place between 
these different phases, I cannot deter- 
mine. 


the simple reason that they either have 
no insurance, or have an _ insufficient 
amount of insurance, so that they can 
carry more volume, providing you can 
show them the need and create the de- 
sire. 

“Therefore, again, it is a clearly es- 
tablished fact that every person is a 
prospect, provided one makes it his busi- 
ness to make them prospects. You must 
tell them, if you desire to sell them, and 
certainly when you begin to tell them 
they are prospects in your mind, or you 
would not put your time in on them. 
Your coal man, grocery man, butcher, 
laundry man, barber, clothing salesman, 
your iceman, your milkman, your min- 
ister or priest, 


all are prospects if you | 
desire them to be, and will present to, 


hard work! That is, to some people’s 
minds, but when one considers that if he 
goes down the street and enters into 
conversation with ten men on general 
subjects, and brings up the subject of 
insurance in the course of his talk, those 
ten men must, for the minute, become 
prospects. At least, until you are 
turned down, secure permission to call 
or write them. If that be true, then se- 
curing prospects cannot be such a hard 
proposition. 

“I have heard men say that prospects 
are hard to get! I have prepared some 
hgures and it is my intention to give 
you these figures, let you vision them 
and from that vision work out your own 
ideas on ‘How to Secure Prospects.’ I 
am not going to tell you how to secure 


them, I am going to tell you where they | 
are. I am going to put them before you | 


in plain figures on the blackboard! 


Statistics Are Cited 


| them that which is in your mind helps 
along the lines of your profession. 


Appears to be 
a Stupendous Task 


“Now, in view of the fact that we 
have demonstrated that everyone is a 


—_ 


Does Your 
Novelty Advertising 


on Certain Classes 


“According to statistics (and these I 
have gone over very carefully), there 
were 2,500,000 babies born in the United 
States ‘last year, and every one of them 
was a solid reason for some one buying | 


Everyone Encountered 
Is a Good Prospect 


“Therefore, to my notion, every man 
or woman with whom we come into 
contact at once becomes a prospect, for ' 


| the dark side brings out, 


“Over 400,000 young people graduated 
from high school in the United States in 
1925, and faced the world’s battles. 
There are 400,000 more prospects, and 
then one can consider that when they 
graduated they only made room for 
400,000 or more new graduates for 1926, 
It seems to me there are still a few 
prospects in the United States whom we 
can reach if we try to get them. 

“There were 1,250,000 marriages in 
the United States in 1925. That only 
means 1,250,000 people took on added 
responsibilities with a different outlook 
on lite, and made 2,500,000 more reasons 
for insurance. 


Unpleasant Side of 
Life Also Gives Prospects 


“Now then, I have been told for ages, 
always to look on the bright side of 
life, but I believe it sometimes is ad- 
visable to turn the page and see what 
and by doing 
so, I find that 1,400,000 people died in 
the United States last year. If one fol- 
lowed the death notices alone, and en- 
tered the homes of the neighbors, 
friends and relatives, where the future 
is suddenly brought face to face with 





Reflect the character of your 
Agency? 


When you give Wallets—give Wallets 
you can be proud of—Kaufmann Wallets 








AUFMANN’S Systeman 

Security Holder is an 
honest to goodness good will 
builder. It typifies to your 
clients the brand of service 
you render—your appreciation 
of their patronage—and often 
it helps deliver those extra 
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A standard size at $2.25 and a 
large size at $3.15. Get the quan- 
tity rates now. 
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CALIFORNIA 





B ARRETT N. COATES 


CONSULTING 
ACTUARY 


364 Pine Street - - San Francisco 








ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
we N. La Salle &. 
Telephone 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 
* Consulting Actuaries 
@ South La Salle Street, Chicage 
Life Insurance Accountants 
Statisticians 








H. NITCHIE 
. ACTUARY 
1523 Assn. Bldg. 19S. La Salle St. 
Telephone State 4992 CHICAGO 





INDIANA 





AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








ARRY C. MARVIN 
CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





A. ANDERSON 
os ACTUARY 
518 Valley Nat. Bank Bldg. 
Tel. Walnut 1628 


Des Meines lewe 








E. L. MARSHALL 
“CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 








OHN E. HIGDON 
ACTUARY 
44 Argyle Bhig., Kansas City, Me. 








A LEXANDER C. GOOD 


CONSULTING ACTUARY 
1416 Chemical Building 
ST. LOUIS 








RED D. STRUDELL 
CONSULTING ACTUARY 


722 Chestnut St. 
St. Louis 





OKLAHOMA 





J. McCOMB 
e COUNSELOR AT LAW 
CONS 


culated. Valuations 
minations Made. Policies 
and all Life Insurance Forms Pre- 

red. The Law of Insurance « 


Ity. 
Colcord Bidg. OKLAHOMA CITY 
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immediately we find unlimited] central division with headquarters at | duction for 1926, which said: “Among 


them, 
prospects from this source alone. 

“On the streets of our city and coun- 
try, there are, daily, a vast number of 
automobile accidents and the partici- 
pants in each of these accidents must 
realize to a greater or lesser degree, the 
value of insurance, or must realize the 
lack of provision made for their fami- 


-lies if such a thing as a fatal result 


should happen to them, and this makes 
lots of prospects. 

“When one considers that there are 
35,536,000 children under fifteen years 
of age in the United States, and surely 
there is no reason to believe that as 
these children grow up, there will be 
any scarcity of prospects, if one goes 
after them. 


Similar Figures Given 
on Detroit Prospects 


“Now, as to these figures that com- 
prise the statistics of the United States 
we are taking in a whole lot of terri- 
tory, so let me see just what we have 
in Detroit alone? During 1925, in De- 
troit, there were 31,830 births. There 
were at the same time, 13,686 deaths. 
Then again, we find that there were 22,- 
132 marriages, and there are 168,968 pu- 
pils in our schools. Each item here will 
represent a multitude of prospects if 
properly handled. 

“The records of the police depart- 
ment, and accident investigation bureau 
show that in 1925, there were 332 fatal 
automobile accidents on our streets in 
which 344 were killed. There were 9,274 
automobile accidents where people were 
injured to a greater or lesser degree and 
those injured in these accidents num- 
bered 10,888 persons. 

“Then we find that there were 14,365 
automobile accidents in Detroit where 
no one was injured sufficiently to speak 
of, but where they had narrow escapes, 
and their automobiles were damaged. 
So, it would seem as though there 
should be no lack of prospects. 


Enough Prospects to 
Keep Agent Busy 


7 do not know the number of names 
listed in the telephone directory, or the 
city directory, how many are listed in 
club memberships, how many in Dun 
and Bradstreet, and in the trade and 
business directory, but every name rep- 
resents a prospect of one kind or an- 
other, if you will make them so. Every 
policyholder, his relative and friend, 
should be a prospect. Now, when you 
consider that you write an application, 
and the doctor goes out and makes an 
examination, and when you receive the 
policy, you can learn, that is, from the 
medical blank, attached, that the appli- 
cant had four brothers and three sis- 
ters. Why not, when you deliver the 
policy, make an inquiry from your ap- 
plicant, as to the residence of the bro- 
thers and sisters, and surely if they are 
within reaching distance, you have a 
nice little group of prospects right 
there! 

“Therefore, we find that every man 
and woman you meet is a prospect un- 
til disposed of. 

“Go to Belle Isle, or church, or any 
other place of public gathering, anc size 
up the crowd, and figure just how many 
in that crowd need and want insurance. 
Now, how to secure prospects in the 
face of the figures I have given you, is 
a question I am not going to try to an- 
swer. It simply is up to you to see 
these people. There are various means 
of getting in touch with them, such as 
cold canvass, circular letters, or tele- 
phone calls.” 


S 
TO THE CHICAGO FIELD 
(CONTINUED FROM PAGE 1) 

ing four vears. Then he was trans- 
ferred to El Paso, Tex., being there for 
three months. George T. Dexter was 
in charge of the agency department at 
the head office and he appointed Mr. 
Day his personal representative travel- 
ing over the country. Later he was 
made agency supervisor for the south, 
and later agency supervisor of the 





|} paper contest. 
| trip 


Milwaukee, this being in 1908. 
Takes Charge at Chicago 


In 1911, W. B. Carlisle resigned as 
Chicago manager and Mr. Day was ap- 
pointed to fill the vacancy. He became 
nationally famous as conducting later on 
a “million-a-month agency,” that being 
a record much to be desired. He went 
far beyond the million a month agency. 
During his career in Chicago, he was 
president of the Chicago Life Under- 
writers Association at the time the Na- 
tional Association convention was held 
in that city. Mr. Day spent his own 
money and gave much time in develop- 
ing the association work in Chicago. 


Upjohn to Continue 


U. C. Upjohn, assistant manager of 
the agency, who has been in charge of 
the office during Mr. Ferguson’s illness 
and after his death, will continue in the 
same capacity. Mr. Upjohn is a very 


able and experienced man who_ has 
rendered real service to the Union 
Central. 

Mr. Day is prominent in Chicago 


business circles. He is chairman of the 
finance committee and director of the 
Guardian National Bank of that city, 
president of the San Carlos Hotel & 
Land Company of Arizona, president of 
the Public Investment Company of Chi- 
cago, a member of the board of gover- 
nors of both the Policlinic and Henrotin 
hospitals of Chicago. He owns a large 
ranch near San Fernando, Calif., and 
has real estate holdings in Los Angeles 
and vicinity. When he left the Chicago 
agency of the Mutual Life a year ago it 
was paying for $40,000,000 a year. 


RICHARD AGENCY SECRETARY 





Atlantic Life Announces the Appoint- 
ment Following His Resignation 
from the Manahattan Life 





RICHMOND, VA., Feb. 3. 
pointment of Robert G. 
agency secretary of the Atlantic Life 
was announced this week. He succeeds 
William R. Gardner who has been ap- 
pointed supervisor of agents for the 
company. In addition to the agency 
work, Mr. Richards will edit the home 
office publications and prepare the ad- 
vertising material. He comes to the 
Atlantic from the Manhattan Life. He 
had been connected with the home office 
of that company for some time. He is a 
Harvard graduate and a former instruc- 
tor in the department of government at 
Lafayette college. 


The ap- 
Richard as 


New Oregon Commissioner 

Cc. A. Lee, a local agent at Eugene, 
Ore., has been appointed insurance com- 
missioner of the state. He has been 
president of the C. A. Lee Agency since 
1921. Will Moore has been the com- 
missioner and was not reappointed. Mr. 
Lee entered the business at Junction 
City, Ore., and in 1919 was appointed 
manager of the insurance department of 
the Eugene Savings & Loan Company 
at Eugene. Later he purchased the 
bank’s insurance department and estab- 
lished the C. A. Lee Agency. 


Woman Agent Wins Air Trip 


An aeroplane trip from Massachusetts 
to California without cost, was the prize 
won by a Manchester, N. H., woman 
agent for the Connecticut Mutual Life. 
Miss Margaret Sheehan, who won the 
prize, entered some verses in a news- 
She not only won the 
across the country by air, but a 
purse of $500, which was presented to 
her as well. 


Chicago Agency Commended 
nm. < 


for the 


Hintzpeter, Chicago manager 
Mutual Life of New York, an- 
nounces that his agency paid for $1,- 
576,037 for January. During the same 
month the agency wrote and examined 
$3,250,000. George K. Sargent, vice- 
president, sent a letter of commendation 
to Mr. Hintzpeter for his agency’s pro- 








the company’s agencies under single 
management yours leads in volume of 
production.” 


Fowler Made Chairman 


Edgar C. Fowler of the New England 
Mutual has been elected chairman of the 
Life Managers Association of Chicago 
to succeed the late E. A. Ferguson. 
He has been acting as vice-chairman 
during Mr. Ferguson’s illness and is now 
advanced to chairman. 


Life Notes 





The Sun Life of Canada has been ad- 
mitted to Maine. 
The Sun Life of Canada has been li- 


censed in Idaho. 

The annual meeting of the field club 
of the Wisconsin and upper Michigan of 
the Mutual Life of New York will be 
held in Milwaukee early in April. 

James W. Green of Oklahoma City, for 
many years an agent for the New York 


Life, connected with the E. G. Bewley 
agency, died Sunday at his home there. 
Nelson G. Ford of West Hartford cele- 


brated his 40th anniversary of associa- 
tion with the mortgage loan department 
of the Phoenix Mutual Life last week 
He was presented with a purse from his 
associates. 

Emmet Murphy of the St. Paul office 
of the Equitable Life, who will leave soon 
to join the general office staff in New 
York, was presented with a memento at 
the monthly meeting of the American 
Business Club, of which he has been an 
active member. 











Stephen M. Babbit 
President 


HUTCHINSON, KANSAS 
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WHAT’S AHEAD? 


That question is in the mind of every ax 
bitious man, It’s in your mind. 

If the answer does not satisfy, it will pay you 
to learn the advantages of a hfe underwriting 
contract with Fidelity. y 

Fidelity originated the disability provision, he 
double benefit feature, and the “Income for Life 
plan. It operates in forty states on a full 
net premium basis with more than $68,000,000 te 
assets and over $330,000,000 insurance in force. 

More than 36,000 direct leads a@ year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 
pe eee eee new ee 








FIELD SHEETS 


Now is the time for field 
men to bring their agency rec- 
ords up to date. Loose leaf 
field books and extra sheets 
for sale by 


The National Underwriter 


1362 Insurance Exchange 
Chicago 
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GENERAL AGENTS 


Capable men desiring to build their own General Agencies may 
obtain exclusive territory of their own choice with this progressive 
young company. We accept all classes of life risks, age one day to 65 
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INSU GOMPANY’ 
GRAVIERIGA, 














OF AMERICA 


years. Our best uncontracted territory includes : 


| INDIANA— OHIO— MICHIGAN— 

South Bend Lima Calumet 
Elkhart Toledo St. Joseph 
Terre Haute Dayton Kalamazoo 
La Porte Marietta Marquette 
Michigan City Springfield Battle Creek 

ILLINOIS— lIOwA— MISSOURI 

Peoria Waterloo Joplin 
Mt. Vernon Mason City es 
eo ll Come Bi Bluff Sohersen Cit 4 
Rockford Dubuque Moberty . 


For further information communicate with 


A. O. Hughes, Vice-President in Charge of Agencies 


Farmers National Life Insurance Company 


3401 South Michigan Ave., Chicago, Illinois 





























Central States Life 


Insurance Company 


ST. LOUIS, MO. 





Agency Openings in 







ARKANSAS MISSOURI off like this one. But there straight atthe mark. It breaks J 
*ALIFORNIA MONTANA are few which have to offer down the lines of defense and ™ 
C é the honest and progressive enables him to start at 90 in- ji 
COLORADO NEBRASKA agent what the National stead of zero; he has only 10 fg 
FLORIDA NEW MEXICO Savings Life offers. steps to take, instead of 100 or } 
a The ~~ 110; all of these steps are sales 4 
IDAHO OKLAHOMA prrnsenl — - Ti steps; none are missionary; fy 
ILLINOIS SOUTH DAKOTA nois and Texas and jssues "0ne are explanatory. Ss 
KANSAS TEXAS policies designed to cover Write for full particulars. 
MINNESOTA UTAH every specific need of the in- Your correspondence will be 


WYOMING 


All Ages up to 05 
Participating and Non-Participating 
Standard and Sub-Standard 
Disability and Double Indemnit, 


Assets: $10,000,000 





INSURANCE IN Force: $90,000,000 
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Agents Wanted 


HERE are thousands of 
advertisements that start 


sured. 





LITTLE ROCK, ARK. 
ST. LOUIS, MO. 


Branch Offices 


Our Direct by Mail Assistance 
enables our agents to shoot 


held strictly confidential. 


he 
NATIONAL SAVINGS 


JLj it 11> 
INSURANCE GOMPANY 


HOME OFFICE 
WICHITA, KANSAS 
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ST. JOSEPH, MO. 
DALLAS, TEXAS 








POO OF OOO GND OO GND O70: 














The Northwestern Mutual Life 
Insurance Company 


Recognizes, as desirable, insurance to cover 
losses from sickness or accident, but it believes 
it unwise from the standpoint of Company and 
insured, to incorporate this coverage in a LIFE 
INSURANCE contract. 


. There is no unsatisfied public need or demand for 
life insurance companies to enter the health and 
accident field. Responsible, well managed cas- 
ualty companies have provided, and will con- 
tinue to provide, such insurance. Companies 
specializing in this field can furnish such insur- 
ance more efficiently, and at less cost, than com- 
panies whose special field is life insurance. 
‘ 

Health and Accident Insurance is an important 
and complicated business requiring specialized 
knowledge and a wide range of experience. The 
underwriting, management and adjustment prob- 
lems involved in it are wholly different from 
those in life insurance. The Northwestern does 
not care to deal with problems not fundamental 
to life insurance. 


Merging of life insurance, and health and acci- 
dent insurance, in one contract is not advisable 
from the standpoint of the policyholder. Con- 
troversy as to one feature is apt to involve the 
other and freedom in dealing with either is likely 
to become limited and restrained. The need for 
disability coverage may exceed or outlive the 
insured’s capacity to carry adequate life insuir- 
ance; they are not related. 


The rate required to make this health and acci- 
dent feature self-sustaining is still undetermined. 
One excellent company, with broad experience, 
charges an annual premium of $4.27 for the 


waiver of premium on $1,000 of insurance, and 
an annuity of $10 per month, while another 
equally good company charges an annual pre- 
mium of $1.94 for the same benefit. Which, if 
either, is right? The Northwestern cannot use 
the funds of its policyholders in speculative 
fields. 


If premiums charged by mutual companies for 
this feature are inadequate, then discrimination 
results, because the deficit must be charged to 
surplus, which belongs to ALL the policyhold- 
ers. But all of the policyholders do not have, 
others do not want, and still others are not 
eligible for, this feature. They are automatically 
made casualty insurers on the stock company 
plan. This is inconsistent with professed mu- 
tuality. 


The term “Totally and Permanently disabled” 
is a misnomer. The benefits granted are admit- 
tedly temporary. The adjustment problem—a 
most important and delicate one—is a continuing 
responsibility in health and accident insurance 
providing temporary benefits. Life insurance is 
free from this problem and has profited greatly 
by such freedom. 


Life insurance enjoys great and general popu- 
larity, largely because of its freedom from con- 
troversy. Situations which produce disagree- 
ment and uncertainty are inherent in the health 
and accident business. Combining the two in 
one contract brings both to the level of the more 
uncertain. A CONTRACT IS NO MORE 
CERTAIN THAN ITS MOST UNCERTAIN 
PROVISION. 


This is the fifth in a series of advertisements put out by The Nerthwestern Mutua 


Life Insurance Company in emplification of its published Credo. 


THE NORTHWESTERN MUTUAL 


LIFE INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 





